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Friedman-Shelby’s big 112 page catalog of Fall and Winter footwear 
is now in the mail. 
If you are one who does not regularly receive our catalog, we will 


thank you to request a copy, which will be forwarded to you with 


complete confidence that you will be impressed with our many attrac- 


tive offerings. 


© post card will bring our salesman to your store. © 


FPRIEDMARN- SHELBY Mccd. 
INTERNATIONAL SHOE CO. 


ST.LOUIS 
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MIEN do move—.tyleward. Be- 
lieve it or not, this question—“Have 
tans come to stay ?”—was discussed 
at length in the convention of the 
Southern Shoe Wholesalers Asso- 
ciation at the New Ocean House in 
Swampscott, Mass., sixty years ago 


this July. 


The fast style men of the period 
asserted that the new tan shoes 
were so satisfactory for Summer 
time wear that men would keep on 
wearing them for Summer after 
Summer. 

But the staple shoe men took ex- 
ceptions, and asserted that it was 
safest to stock chiefly with black 
shoes for year ’round wear. 


* * * 


CARL: SCHMALZ, chief of ithe 
Bureau of Business Research, Har- 
vard University, Boston, Mass., has 
collected data on the average ex- 
perience of twelve department 
stores, as follows: 

“These statistics disclose several 
interesting facts. Since 1932, non- 
selling employees have increased in 
number more rapidly than selling 
employees. In both 1936 and 1937 
the number of employees was 


greater than in 1929. This was true 
for salespeople, for non-selling em- 
ployees and for all employees. 
“In 1937, as compared with 1929, 
the average annual compensation 
of salespeople in dollars showed a 
decline only about half as great 
as that for non-selling employees. 
The number of transactions han- 
dled per employee reached a peak 
in 1932 at 34 per cent above the 
level of 1929. Since 1932 the num- 
ber of transactions handled per em- 
ployee has remained essentially con- 
stant at a level about 15 per cent 


- below the 1932 peak. A drop of 


this size is what would be expected 
if productivity per employee per 
hour remained unchanged while 
hours worked per week were declin- 
ing from 47 to 40. 

“Thus, it is concluded that in 
recent years the larger department 


‘tores have maintained the ef- 
ficiency of their employees as mea- 
sured in transactions per hour at 
approximately the peak level 
reached in 1932, but have experi- 
enced a drop in production per em- 
ployee roughly equivalent to the 
reduction in hours of work. At the 
same time, they apparently have 


[13] 


increased the average compensation 
of salespeople (1937 as compared 
with 1932) but have decreased that 
of non-selling employees by between 
6 per cent and 7 per cent.” 


es BUNCH 0’ 
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A. WALLENSTEIN of Wichita, 
Kan., has a gift for holding cus- 
tomers, even though they move far 
far away. We had occasion to see 
a sheaf of letters from customers 
from many states and as one put it: 
“I am patting myself on the back 
for having enough cense to send to 
you for shoes; because you know 
my foot and my needs. Thank you 
again for the nice shoe selection 
you have made,” etc. 

So now, on Aug. 1, A. Wallen- 
stein opened up in a new location 
in Wichita—a modern store from 
top to bottom—twice the size of the 
old one. He features women’s 
shoes only in sizes 5 to 10 AAAAAA 
to B and a price range from $4.00 
to $6.85. 





* * * 


VINCENT T. PEGRUM of the 
Mabley & Carew Co., Cincinnati, 
Ohio, says: 

“The planned purchases for 
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every month are listed on an Open- 
To-Buy budget, which divides the 
Department’s appropriation into 
three parts—60 per cent, 20 per 
cent and 20 per cent. This Open- 
To-Buy budget is corrected weekly 
by the office and adjusted daily by 
the controller, according to actual 
sales. 

“The first 60 per cent of the 
Open-To-Buy appropriation is used 
by the Buyer for Advance Pur- 
chases, which is sufficient to give 
the manufacturers something to 
work on and to insure early de- 
liveries. While the Buyer maintains 
an Open-To-Buy within this 60 per 
cent, there is practically no inter- 
ference by the controller. However, 
when the purchases for the month 
exceed the 60 per cent, the next 20 
per cent may be used for orders 
involving additional buying of re- 
order fast-selling numbers and 
other wanted merchandise. The 
controller who has the month’s ac- 
cumulated daily sales on hand at 
all times, approves or vetoes all 
additional orders, depending on the 
business trend of that department. 


- J ae 


Xx oF ase 


“If the department’s sales are 
much below planned sales, the con- 
troller will question the advisability 
of passing the orders referred to 
him for approval; on the other 
hand, if a department is going 
ahead of planned figures, the or- 
ders are usually put through with- 
out any question. A department is 
very seldom refused a purchase for 
which there is proven consumer de- 
mand. 

“The last 20 per cent of the 
Open-To-Buy is a reserve for un- 
usual promotions or for loss in 
actual sales under plans—in other 
words, a factor of safety. By means 
of this control, all purchases are 
supervised before the merchandise 
comes into the store, and no de- 
partment very often finds itself in 
the unfortunate position of being 
oyer-bought. Stocks, therefore, are 
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—In the leading editorial of the 
July issue of FOOTWEAR OR- 
GANIZER, our esteemed British 
contemporary, appeared the fol- 
lowing remarkable paragraph: 
"From New York comes the story of a 
gang-king, evidently style - conscious, 
who became envious when he saw a 
certain young man wearing shoes of a 
novel design. Accordingly, the owner 
of the shoes was followed, in approved 
cinema fashion, stabbed to death, de- 
prived of his fashion-idea, and his body 
thrown into a parked car. 

"This, we would suggest, is carrying 
things just a little too far!" 

—Mayhap our good friend, the Edi- 
tor of F. O., had his tongue in his 
cheek when he composed the 
above fantastic tale— 

—But we here in the States have 
never heard of this incident, nor 
anything similar to it. 

—lIt probably has as little substance 
as might have a yarn to the ef- 
fect that the wife of the Prime 
Minister had eloped with a night 
club “hoofer" because hizzoner 
the P.M. couldn't dance the Big 
Apple to Her Ladyship's liking— 

—Funny, isn't it, how funny we seem 
to other people—and vice versa. 

—Ho hum! 


Sect 6 TE 


President 








kept liquid at all times and one 
advantage of liquid stocks is, that 
if the buyer has cash on hand 
rather than money tied up in slow 
moving stocks, he is in a position 
to take advantage of good buys 
in the market at any time.” 


* * * 


MIILO ANDERSON, famed de- 
signer on the Warner Brothers lot 
in Hollywood, is of the belief that 
good taste requires that the dress- 
ing of the legs and the feet should 
be done in a most conservative man- 
ner. Everything below the knees 
should be of a single matching 


tone. Shoes and stockings should 
be an exact match for perfect dress 
harmony. They should be ex- 
quisitely plain and simple. Other 
accessories as the hat, gloves and 
bag should be used to pick up the 
needed color contrast of a properly 
costumed woman. When shoe peo- 
ple realize this basic truth in good 
dressing, then many of their so- 
called shoe problems will be elim- 


inated.” 
* 4% * 


WéALTER G. BAUMHOGGER, 
president of Certain-teed Products 
Corporation, says: 

“The management of any cor- 
poration has a responsibility to— 
(1) its customers; (2) its em- 
ployees; (3) its stockholders; (4) 
the Government (local and fed- 
eral); (5) its competitors; and to 
the public-at-large. 

“Good management attempts to 
provide a proper and economically 
sound service to its customers; it 
attempts to provide employment at 
proper rates of pay and under de- 
sirable working conditions to its 
employees; it attempts to protect 








the capital invested in the corpora- 
tion by its stockholders, and to 
pay to such stockholders an ade- 
quate return for the use of the 
capital provided by them; it at- 
tempts to cooperate with the Gov- 
ernment in enforcing the laws, by 
supporting any desirable new leg- 
islation that is proposed, and it 
also—and this is an important part 
of its cooperation with the Gov- 
ernment—should intelligently op- 
pose itself to legislation which it 
has reason to believe is not to the 
best interest of the public-at-large; 
it should cooperate with its com- 
petitors in such legal manner as is 
permissible, for the purpose of 
(1) eliminating unfair trade prac- 
tices; (2) arranging for standard- 
ization of products so as to avoid 
wasteful and costly multiplicity of 














items; (3) safeguarding the buying 
public by agreeing upon minimum 
specifications with regard to the 
quality of goods; and (4) to do 
such other things as it can legally 
and properly do to avoid industry 
conditions becoming chaotic to a 
point where public welfare would 
be adversely affected.” 





* * * 


UP in Oshkosh, Wisconsin, A. M. 
Mondl and his brother F. H. Mondl 
are, with come satisfaction celebrat- 
ing their twentieth year in the busi- 
ness of making sheep-lined slippers, 
not how cheap but how good! They 
were one of the earliest of the pio- 
neers in producing this type of 
footwear. Now the line covers a 
wide range of sheep, felt and satin- 
lined, zippers and what not for 
men, women and children, with chil- 
dren’s Romeos just added, also for 
boys. 
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FAST AND CAREFUL 


SAM sold them fast, with a “That 
looks swell! 
Tis a perfect last and it fits you 
well! 
You can’t beat that in its form and 
price 
You can bet your hat that the 
thing is nice!” 








Bill took more time, if a fit was 
punk 
To Bill ’twas crime and the worst 
of junk; 
He’d search an hour for a perfect 
fit, 


He’d spare no power, no time 
° ] 



























eBOHN R. BLADES, before the Na- 
tional Retail Dry Goods Associa- 
tion, said: 

“Liability risk is well on the way 
to becoming the leading insurance 
problem of the retail business. The 
public are rapidly becoming prod- 
ucts-claim-conscious and this means 
that losses or litigation or both are 
bound to increase. Most of this 
loss and expense should fall on 
the manufacturer but if the claimant 
is unable to recover from the man- 
ufacturer, the retailer is usually 
compelled to pay. In order to pro- 
tect yourselves against this loss 
many of you have secured harmless 
agreements from the producer or 
have persuaded him to extend his 
insurance to cover your interests. 
However, this is not a very satisfac- 
tory or permanent remedy; further- 
more, it is hazardous for one con- 
cern to rely on another concern’s 
insurance for its protection; there 


Under exist- 





The Mondl boys do their play- nor wit! are too many ways in which the 
ing at Lake Butte Des Morts, near Well, Sam got through with his job _ other fellow’s coverage may be nul- 
Oshkosh, famed for its being the one day, — lified or exhausted. 
first white trapper settlement in that In quick time too, now he’s pitch- _ing conditions, the retailer is just 
state and the spot where the origi- ing hay, about compelled to maintain his 
nal John Jacob Astor pushed his While Bill, old Turk, though slow own _ products liability indemnity, 
way to when he laid the base for to choose and this should stimulate effort to 
his fur trading fortune. A. M.’s Is_ still at work, still selling | devise a plan whereby adequate in- 
best catch in that fresh water lake shoes! surance may be provided for all 
is a 70-lb. sturgeon. —J. Edw. Tufft. interests.” 

ZENITH SHOE STORE 










WE HAVE A SPECIAL 
IN MEN’S HOSE Tovay, 
MA’AM. HOW 1S YouR 
HUSBAND’S SUPPLY ? 











\S THAT 


ALL You 
HAVE ? 





















YES, MAVAM — 
EXCEPT THE 
PAIR (VE. Gor 

























PARIS has put its best foot forward for the long 
heralded visit of the British sovereigns. The smart- 
est shod women of two continents foregathered for 
the State functions, the fetes and galas, prepared 
for royalty’s entertainment. 

The striking development now characterizing 
French daytime clothes, is the emphasis on color. 
Ubiquitous black is side-tracked. Strong color and 
strong color contrasts are the order of the day. 
Because costume color has taken on this vibrant 
quality, accessory colors act as a foil instead of 
dominating as formerly. 

Instances are seen where women wearing cycla- 
men pink are shod in navy blue, with hats and 
other accessories in navy. The strong fuchsia and 
“shocking” shades are partnered with black acces- 
sories oftener than with anything else. Strong con- 
trasts in dress, such as blotting-paper pink or blue 
with dark red, marigold yellow with light navy, 
cast footwear for the less prominent, lower scaled 
color role. 

There is, in fact, a great deal of dark blue and 
dark red footwear seen about Paris, worn with 
lighter colored dresses including shantungs and 
linens. A surprise color is sprung in gray kid and 
gray suede step-ins, worn with gray costume of 
afternoon, not tailored, type. Nattier blue kid 
pumps accompanied a gray tailored suit, noted at 
Bagatelle, piped in Nattier blue. 

Black and white shoes are conspicuous at lunch- 
eon and afternoon functions, principally due to the 
Parisian’s fondness for black and white prints. 
All-white costumes are seen, shoes and all, the biege 
stockings being the single off-color note from top 
to toe. White is getting a tremendous impulse 
through Queen Elizabeth’s wearing of it here. The 
Queen, of course, who has just lost her mother has 
chosen white for her mourning clothes. 

Thick-soled sandals for town wear are appearing 

[TURN TO PAGE 37, PLEASE} 
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Tammy models on this stighe Stim 
now im Canin, chanactiniged Sy high 
ait (pot, aud ths sidss orblining 0. 
Slender V-shape. Ofin ths tos in 
opim. This clossd-tos example us in 
Llack aufelops with uanrow stiap- 
aes: SO print Dsathsr,and 
Lacing. 








This ncraion of- a high- 

shot, shows an 
one wilh the side sections of, 
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Dope, The igh (rovk ia auacepstidle 

og ditcnent trsatmuds, and two 
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such as aisle Pe Np and 
grind Leather prtte quartin. 





Somes gpaiss”  thick-sole sand 
thot prasacroes luigh arch amd sleudk 
heel. This model, wen Ly smort— 
women around Fanin,im day and 
wining versions, is ahoun hae 
m black and colored kida. 








Top left—Black suede 

soft dressy bag with scal- 

loped bottom edge and 

gold ring handles. Deau- 
ville. 


Top right—Small dainty 

black suede with gold 

metal top and “trick” 
handle. Lujean. 


Bottom left—Top handle 
bag—smart long rectangu- 

shape— with “door- 
hinge” trimming in 
suede. All black. Gold- 


smith. 


Bottom right—Rust col- 
ored calf in tailored en- 
velope bag, its wide flap 
trimmed with stitching. 
Charles Burstein. 





«May We Show You 


A fter the Shoe is Fitted, Ac- 
cessories that Complete the 


Picture Can Double the Sale. 


by 
RUTH HARRINGTON 


Left—An entirely new idea in 
glove construction, the “Finger- 
Free” patented glove has walled 
fourchettes that round over the 
fingers. A natural tie-up with 
walled, platform and mudguard 
shoes. Designed by Merry Hull. 
Made by Daniel Hays. 
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SOMETHING 


MOST shoe men are too smart to ask so bluntly, “May 
we show you something in accessories?” But every 
smart shoe man knows that accessories, rightly pre- 
sented, can step up his sales. All the time he’s fitting 
a shoe, in the back of his head he’s thinking: What 
bag, or stocking, or glove goes with these shoes, and 
how can I introduce them into conversation? 

Perhaps it may be, “Have you noticed how people 
are matching brown bags and brown shoes to furs?” 
Or, “The piping on this shoe works out beautifully in 
a bag.” Or, “There’s a bag I want to show you that 
will go well with that gold jewelry you’re wearing.” 

If he knows his fashions, the entering wedge may be 
some such little fashion point thrown, ever so casually, 
into the conversation. 

If we had jusi a hundred words to sum up the fash- 
ion situation for Fall bags, we’d choose these: 






























IN ACCESSORIES?” 


Handles, better and trickier ihan ever. 


Rectangular shapes (tailored wear). “Bloused,” new 
word for soft treatments for dressy wear. 


Black suede (as high as 70 per cent). Fur-tone 
browns, new promotion angle. Rust, wine, plum, navy 
and gray for color highlights. 


Calf and patent for tailored bags, kid for special 
dressy shoe tie-ups. “Worked” materials (high style) 
meaning blistered, quilted or stitched. Gold touches, 
linked with importance of gold jewelry. 

American inspired designs launched by Handbag 
Authority. ° 

Louis XIV influence in bow details and elaborate 
composiiion frames. 


Shoe details, platform treatments, pipings, patent 
trims, thong lacing, “camisole” effects. 

And if we had a few hundred more words and you 
have time to read them, we’d go on like this: 

This “fur tone” note in accessories is important. 
You can play up shoes, gloves, bags that blend wiih 
the new brown furs and have it mean something this 
year. After years of silver fox and Persian lamb 
trimmings predominating on coats and suits, now dif- 
ferent furs in different colors and with unusual treat- 
ments are going places. 

It’s partly because furs are cheap. 
cause the fashion creators are doing their best to do 
something about breaking up the rule of the all-black 
So, while not forget.ing that black suede is 

[TURN TO PAGE 36, PLEASE] 


It’s partly be- 


costume. 








Above—Suede and faille ensemble 
in a gauntlet glove from John 
Fuchs and a bow-trimmed bag 
from Lewis Burses. This is typical 
of the not-too-obvious accessory 
tie-ups among the better houses. 





Right—To the left a platform tie- 
up. Bag in k suede with con- 
trasting calf platform and tassel of 
two leathers and colors. La Rue. 
Ghillie type suede oxford with open 
toe, low heel and platform in con- 
trasting calf. Pincus & Tobias. 
To the right—patent and Suede tie- 
up. Black suede bag with pinhole 
perforations and patent trim. Shoe 
made to match with perforations 
and patent. Leather above patent 
trim is Lastex. Both from Valley 
Shoe Co. 



























“Which?” He said just that word and 
placed his hands on his hips. 


I HADN'T thought much of shoe salesmanship till I 
wandered into that store the other day. 

On the way home I blamed myself, for I had seen 
what was happening to me from the start. I shouldn’t 
have allowed the clerk to take the reins into his own 
hands; but that, I comforted myself, was what most 
people did anyhow. 

It was the habit he had of showing me a certain 
style of shoe and promptly putting it back that caught 
my attention. I had felt a bit irritable that morning 
and things were wrong even then. I wanted a shoe 
with a wing-tip, but not in the fancy styles shown me. 

“What style of shoe would you like?” the clerk 
finally asked, emphasizing “would” as if I didn’t know 
what in glory’s name I wanted. 

“Well,” I said slowly, “one like the wing-toed style 
you showed me.” 

“Which?” He said just that word and placed his 
hands on his hips. 

I said, “Why, confound it, man, how should I know? 
If you didn’t take away every shoe you showed me, I 
might tell you which.” And I emphasized “which”, 
too, putting all of several score years of sarcasm into 
the word. 


The clerk pursed his lips and turned on his heels. 
He went to the back of the store and drew forth not 
one shoe but three shoes, the very same ones he had 
shown me. 

As he approached me, I noticed that his face had 
relaxed and the tense look had disappeared. Of 
course, I gave a mental sigh, complacently settled a 
little firmer upon the seat, impressed a moral victory 
upon myself, and told myself: “Why, hell, the world 
is all right.” 

“Which of these did you prefer?” he asked in a 
pleasant voice, putting the shoes on the chair beside me. 

I picked up the second shoe. 

“Something like this, but with a low rubber heel 


and not so fancy.” 
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“I have just the shoe,” he said with a quiet, firm 
emphasis. 

This time, I was confronted with a shoe appealing 
more to my desires. 

I nodded with satisfaction and the clerk slipped it 
on my foot. 

“Hmm,” he reflected, “you have a high instep, sir.” 

“Yes,” I said, priding myself, “not many people 
have a foot like mine.” 

“Of course, sir,” he echoed, “you have a rather 
extraordinary foot.” 

I looked up suspiciously, but his bland face hinted 
of nothing. 

I stamped my foot on the floor and thoughtfully 
took a few steps forward and back. Then I sat down. 

“Shall I wrap them up, sir?” 

“T'll try the other one on first.” 

He took off my left shoe and put on the new one, 
allowing me to repeat my thoughtful procedure. 

“Will you wear them, sir?” he urged pleasantly. 

“Yes,” I said, “yes, I'll wear them.” 

He proceeded to lace them, smiling as though he 
were tickled to death with the shoes himself. 

His enthusiasm became contagious. 

“Say,” I exclaimed, “that’s a swell fit.” 

“Yes, sir!” he exclaimed enthusiastically, tying a 
decisive bow. 

I got up, surveyed my pedal extremities, and clucked 
my tongue. 

“Sell many of these?” I asked. 

“Quite a few.” 

I strolled toward the front of the store. 

“Oh, by the way,” the clerk exclaimed, as we came 
opposite a hosiery display, “I have some socks here 
that I’m sure you will like. We’re having a sale on 
them, and they won’t last much longer.” 

He reached out, took a pair from the display and 
handed them to me. I felt them politely and agreed 
that they were, indeed, distinctive. 

“Would you like a pair?” 

I hesitated. “Well, one pair.” 

“They’re three for a dollar nineteen,” he said, slyly, 
assuming the pose of a calm, munificent scatterer of 
socks. 

“Well,” I weakened, “just this once.” 

Again he smiled quietly, deftly wrapping the three 
pairs I had selected. 
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A Little Indirect Suggestion is Often Worth More than a Whale of 


a Lot of Straight Selling. 


Individual Consideration. 


All Customers are Individuals and Need 


The Successful Salesman Diagnoses His 


Customers Quickly and Administers the Most Effective Treatment 


Then he accidentally tangled the wrapping string 
about a pair of shoe trees which were hanging on the 
wrapping counter, and didn’t seem to be able to un- 
tangle the string. 

“Here,” I said, “let me untangle it.” 

“Thanks,” he smiled as I successfully untangled all. 

I fingered the trees. 

“How much are these,” I inquired curiously. 

“Only a dollar and a half a pair. They’re very 
handy, the adjustable variety, you know.” 

I didn’t. 

“That’s so? I always wondered how they worked.” 

He showed me; I bought them. 

I thought I had enough for awhile. That is, I did, 
until he moved a box of shoe polish, thereby catch- 
ing my eye. 

“Put in some shoe polish, too,” I told him, reminding 
myself that the box at home was half used up. 

“Something else, sir?” he questioned, tripping over 
a pyramid of three small jars of corn remover and 
rearranging it. 


“No,” I said, glancing obliquely, and remembering 
the awful sensation I had an hour ago when some 
unsympathetic urchin had bumped into me, thoroughly 
massaging my little toes, upon which my biggest corns 
grow. “But...” 

“Sir?” queried the young man, an eager light ap- 
pearing in his blue eyes. 

“T’ll take one of these,” I said with effort. 

“Anything else, sir?” 

“Say,” I laughed, “isn’t that enough?” 

He laughed, too, and added up the figures. 

“You’ve made quite a sale, young man,” I said. 

“I’m sure you'll need the things I sold you,” he said. 

“Your commission must amount to something at 
the end of the week,” 

“Not very much,” modestly. “We do manage to 
get by, though.” 

“You must meet a variety of characters in your 
business,” I ventured further. 

“Yes, we do.” 


[TURN TO PAGE 36, PLEASE ] 


by 
STANLEY 
MAKS 


I gave a mental sigh, 
complacently settled 
a little firmer upon 
the seat, impressed a 
moral victory upon 
myself, and told my- 
self: “Why, hell, the 
world is all right.” 
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THE SaAor's rh, 


Buy For=—and Sell in Season 


THIS business rally is a very real and tangible thing. 
I have been traveling, visiting stores and talking to 
people and have found, to my own satisfaction, that 
the spirit of the Nation is—“Let’s Move On.” It is 
the tendencies, hopes and cheers of the people that give 
the uplift—because real, factual conditions do not as 
yet warrant all the optimism displayed by the stock 
market. 

The question in early August is—Will the stock 
market be able to hold up until business rallies? From 
the Wall Street viewpoint, the stock market is going 
to keep right on moving up—but in the country, where 
they are a little closer to the tangible things, they 
want to see factory smoke, rolling freight cars and 
goods and money in movement. By and large, we 
are seeing a bulge in work and payrolls with a fair 
chance of better business than a year ago, but no boom. 

There is nothing in the shoe retailing picture to 
warrant any of the stock market enthusiasm for rising 
prices and rising sales. Expect a normal, natural season 
and if it is steady—give thanks. 

One thing I did discover was that inventories are in 
a safe position—lower in number of pairs than a year 
ago—considerably. 

The best observation of all was the fact that mer- 
chants are not operating on the basis of carry-over 
stocks that they have to store until the Winter season 
is over. Some stores have been clearing shoes for at 
least nine months and their stocks are in a sweet posi- 
tion for Fall selling. 

If this second depression has done one thing, it has 
been that of teaching the merchant that inventory is 
perishable and that the long, drifting carry-overs had 
better be sold to the junk man than carried over again. 
If merchants would tear down shelving in cellars and 
back rooms and carry most of their stock on visible 
shelves they would be smarter merchants for the faster 
business period we are going into. 

The final purge of inventory in August is an indi- 
cation that shoes are now speeding up to the modern 
merchandising tempo. We heard tell of one buyer who 
sent back to his manufacturing source nearly a carload 
of shoes on a “wash credit” scheme. The department 
was to be credited with the goods returned and the 
same goods were to be shipped back August 10, in 
new cartons, under a new billing. This was a slick 
little transaction in fooling the merchandising office— 
to: put the department in a clean inventory position as 
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By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


of August 1, etc. It’s an expensive way to get around 
a store rule and a little bit on the queer side of business. 

There is a better feeling at retail, and in manufac- 
turing, and some improvement right back to the sources 
of supply—particularly in those shoes that have the 
zip of style in them for Fall selling. There seems to 
be less of gingerbread in the Fall styling and more of 
good style taste. 

Don’t judge from what we have said that merchants 
are playing only the conservative footwear for safety 
and security. The new shoes have a lot of sparkle to 
them. They have an appeal that should be irresistible 
in September and October. 

From what merchants tell us, the advance selling that 
they had in previous years in August will not be as 
spirited—and real selling will begin in September. The 
public is living closer to the season. Metropolitan 
communities, staging advance-fur-coat sales as an Au- 
gust promotion, have discovered that they had “gone 
to the well once too often.” The public, by and large, 
is not thinking in terms of what they are going to wear 
in December and January. Previous success of fur 
sales has been predicated on the fact that people with 
regular income found that in the month of August they 
had some free money, not yet budgeted for Winter 
expenses and not yet spent. The purchase of a fur coat 
is a major expenditure and previous planning was 
usually on the basis of a cash sale, but now, with 
practically all fur coats sold on the budget payment 
plan, the public waits until it needs a coat for imme- 
diate wear. 

You might say that logically that leaves money for 
shoes and small wear, but there has crept up during 
the past two years a new behaviorism on the part of 
the public, which is expressed in an increased expendi- 
ture for trips, leisure wear, outdoor sports and fun in 
general. It is the cost of these amusements that is com- 
ing out of apparel and food rather than fixed expen- 
ditures of housing, etc. 

The public is more and more living within the season 
and less and less bwying in advance of the season. This 
is very significant, for the merchant and manufacturer 
become the speculators. They must venture and antici- 
pate what the public wants and must have it on the 
day of its use. 








G MART buyers readily see in Heel Latch a br. Be icing advantage, for Heel Latch 
5 ciin g steps right into the modern tempo with an appeal for the Young Moderns, a smart- 
or the fashionables, a dash for the Active Hone; Makers, and a price for the thrift-wise. 
In addition, Heel Latch carries a remarkable comfort feature, one that is a sales-clincher . 
one that makes ayett customers of shoppers. Heel Latch shoes are stocked for fast selling 


.extra turn-over...low investment. Write for full particulars today. 


Rosners,Jo HNSON EY, RAND 
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HEEL LATCH SHOES a product of the STAR brand SHOEMAKERS 
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Why dos 


Goodyear (an 
IFFERENL A 


GOODYEAR CUSTOM HEEL 
— Famous for its high-class 
appecrance and its long, 
slow, even wear. 
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@ The five heels you see pictured 
here all bear the same great 
name—Goodyear. 


Why does Goodyear see fit to 
build five different heels? 


The answer is simple and im- 
portant: To give all shoe manu- 
facturers — and in turn their re- 
tailers — the plus sales benefit 
of a genuine Goodyear heel on 
every shoe, regardless of price 


class. 


For instance, you’ll find the 
Goodyear English Custom or 
Custom Heel on the finest shoes. 
The Goodyear Ribbed Heel 
graces shoes that boast stream- 
lined style. Manufacturers are 
willing to pay a premium to put 
these handsome, high quality 


heels on their best shoes. 


On “volume” shoes you'll find 
the Goodyear Wingfoot — while 
on popular-priced shoes you'll 
see the Goodyear Speedway— 
which despite their lower price, 
have all the selling power of 
“the greatest name in rubber.” 


Whenever you see a Goodyear 
heel on a shoe, you know that 
the manufacturer of that shoe 
is doing his utmost to help you 
sell his products — he’s adding 
to the style and value ap- 
peals of his shoes the extra 


sales appeal of the great name 


nh 


GOODYEAR SPEEDWAY THE GREATEST NAME IN RUBBER 
HEEL—A new low-priced, A , 
slow-wearing heel which 
effectively rounds out the 
complete Goodyear line. 
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Stirs Dealers with 


this Inspiring Message! 


This giant telegram (36x29 inches in size) is being 
sent to every Paradise Shoe Dealer in the United 
States and its possessions. The tremendous size of 
the blank, supplementing the stirring message that 
it carries, is certain to help 

beat time in the March to 

Recovery that the country is 

sure to enjoy this Fall! 


BRAUER BROS. SHOE CO. 
St. Louis 
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Gives Consumers 


the Urge to Buy with this 


Attractive National Advertising! 


Advertisements like these, appearing in VOGUE, HARPER’S BAZAAR, 
and PHOTOPLAY Magazines, will serve to remind women of the 
fashion-rightness of Paradise Shoes. Sales 

stimulation for Dealers is certain to result 

from this persistent, constructive mer- 

chandising program! 


BRAUER BROS. SHOE CO. $1. Louis 














AS soon as I have given little Brown Eyes the evening 
smacker, she skips across the kitchen and opens the 
oven door a crack. 

“Joe,” she says as if she is speaking to one of the 
biscuits, “I want a pair of Mexican sandals like the 
ones in the window down at the store.” 

“You mean a pair of huaraches,” I says. 

“Yes, that’s it!” she says. “Hoo-rat-ches!” 

What with one thing and another I have heard a 
great plently about shoes for one day. I have waited 
on nothing but old mumsers with bunions, and my tally 
total has almost gone into reverse. In fact the come- 
backs on my previous sales have been so heavy that 
I am fearing I will have a bigger deficit than Mr. Roose- 
velt’s, when pay day comes. 

“Listen, Half Pint,” I says. “Don’t interrupt your 
concentrations on getting dinner ready,” I says, “to 
worry about any of those huaraches. Not only that,” 
I says, leaning back against the sink, “but they don’t 
call them ‘hoo-rat-ches’ in the better stores. They call 
them ‘warw-aht-cheeze’.” 

She closes the oven door with a bang and turns the 
eyes on me. “Is that so!” she says. “And how do they 
spell ‘warw-raht-cheeze’?” 

“I’m a shoe salesman,” I says, sparring for time, 
“not a college professor. But if you have to know,” I 
says, “the window trimmer spells it ‘H-U-A-R’,” I says, 
“ “A-’,” IT says, “ ‘-C-H-E-S’!” 


Gardening is a favorite pastime of Franciska Gaal, Paramount 
Pictures star, who was brought to America by Cecil. B. DeMille 
to appear opposite Frederic March in “The Buccaneer.” In 
this photograph she wears a woven shoe of the Mexican type. 
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SANDALS 
FOR 
BROWN EYES 








A short skit in the life of an average shoe 





salesman which develops into an interesting 
little discussion on the subject of the pop- 


ular Mexican Huaraches 


By MARSH LANTERMAN 





She opens the eyes wider than ever. “That’s exactly 
what I called them!” she says. “Hoor-rat-ches! It 
starts with an -H- doesn’t it! Not a -W-!” 

I sigh heavily, and turn away. 

Then I come back. “Listen, Golden Gloves,” I says. 
“The Mexicans are screwy spellers. You got to ig-nore 
a lot of the letters they put in! Especially,” I says, 
“the -Hs-.” 

“Who says I got to ignore the -Hs-?” she says. 

“The Mexicans do,” I says. “They ig-nore them them- 
selves. They don’t even pronounce ‘Mexico’ Mexico. 
They substitute an -H- for the -X-,” I says. They call 
it ‘Meh-hi-co’!” 

“‘Meh-hi-co’,” she repeats. “‘Meh-hi-co’ is _plas- 
tered with -Hs-! And you just got through telling me 
they don’t use any -Hs-! You better stick to fitting 
shoes, Joe,” she says. “Only,” she says, turning her 
back to me and rattling the dishes in the cupboard, 
“only don’t substitute any 344 charlies for 4 bennies 
like you did those patent leather pumps of mine. That’s 
Meh-hi-can fitting” she says. 

“That line of pumps runs full!” I says ,holding my- 
self down. “It’s a last that has to be fitted short!” 

“T know! Meh-hi-co runs full, too,” she says, slap- 
ping my steak into the hot skillet, where it sputters like 
a bunch of fire-crackers. 

“You ought to know,” I says. “Your jockey brother 

[TURN TO PAGE 40, PLEASE] 
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“LIKE PEAS IN A POD” is a common expression. It carries an 
implication which properly describes the closeness of grading re- 
quired in the selection of “BENCH BRAND” sole leather. Only 
human sight and touch, made keen by experience, can be relied on 
for such essential results. 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE 


comes from that part of the hide, always most uniform in fibre den- 
sity—(see chart below)—and resistance to wear. Add to the natural 
qualities of fibre density and wear resistance, the fibre protection 
our uniform old-time-vat tanning method assures and you have 


Uniformity Plus. 
) 


SIDE OF LEATHER THE PART 
USEO FOR KISTLER BENCH 
BRAND’ SOLES IS ABOUT 13% 
OF THE WHOLE SIDE. 


iene | 


FOUNDED 1840 
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SHOE WINDOWS 


This beautiful evening footwear display, submitted by Karl Kneis, display 





THAT 













director of Stix, Baer & Fuller, St. Louis, won first prize for shoe windows 





"THIS week we show another prize- 
winning shoe window; in this case it 
captured first honors for the best shoe 
window display at the convention of 
the International Association of Dis- 
play Men. The window was entered 
in the display men’s contest, which 
annually attracts the best efforts of 
many of the most skillful display de- 
signers in the country, by Karl Kneis, 
formerly display director for Stix, 
Baer & Fuller, St. Louis. 

“Let’s Dance in These Gay Slip- 
pers” was the title of the display, and 
as this caption implies, the window 
was devoted to formal evening foot- 
wear. Undoubtedly the most glamor- 
ous shoe displays of the year are those 
in which beautiful and colorful crea- 
tions in evening footwear are dis- 
played, so it wasn’t in the least sur- 
prising to find an evening footwear 
window capturing first honors. In 
this instance, however, the designer did 
much more than create a beautiful 
snd attractive display; he gave real 
vulling power to his window, plus that 
indefinable quality which arouses the 
interest that results in sales. And after 
all, the power to arouse a desire for 
merchandise which will prompt cus- 


at convention of International Association of Display Men. 





tomers to enter the store and buy is 
really the ultimate objective of every 
successful shoe display. The clock, 
pointing to midnight, and the fashion 
figures in evening dress, provided a 
striking background. 

The pump display by Mabley & 
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CAPTURED 


CONVENTION 








HONORS 





S:. Louis Display Director 
Accorded First Prize for Shoe 
Windows in Contest at Inter- 
national Display Men’s Con- 
vention—An Unusual Pump 
Display by Cincinnati Store 
—Early Fall Footwear Dis- 
plays Begin to Appear. 







Carew Company of Cincinnati, also 
reproduced on this page, was another 
window of exceptional interest. It at- 
tracted a lot of atteniion from other 
shoe men by reason of the fact that it 
appeared during the Midwest Shoe 
[TURN TO PAGE 44, PLEASE | 





This window display of Tango pumps by Mabley & Carew Co., Cincinnati, 


attracted much attention 


during the Midwest Shoe mag api this Summer, 


according to D. F. Heizer, of that 





Aniiea Kid Company presents two grained leathers for mid-winter 
promotion in town and resort shoes. Bahama is the smaller, Bermuda 
the larger of these interesting textures. Their supple bodies and 
rugged surface lend themselves to great variety in tailored and swagger 
patterns. They are available for sampling and for delivery now 


in Black, Chateau Wine, Muscatel Brown and Marine Blue. 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 








{tf | ie 
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Keeping 


Tabs On 
Styles 


and 





Sizes 











Balance sheet used by Farley’s, Los 
Angeles, in maintaining daily record 


A SIMPLE all-inclusive method of stock numbers, plus 
the keeping of a daily stock balance much in the same 
manner as a daily bank balance, has worked wonders 
in placing the shoe department of Farley’s, Los Angeles, 
in a highly profitable position. 

Before putting these two features in operation, this 
shoe department was being operated on a very small 
turn-over basis with the resultant effect of a consider- 
able amount of obsolete stock. Now, with an average 
stock turn each 60 days, the stock is fresh, active and 
attractive to the store’s customers. 

First the stock numbering system. When the shoe 
manager sees stock number A1010, he immediately 


of stocks 


knows it is a black patent pump, high heel and bought 
from a certain manufacturer. The key to the system 
follows: 1000 is black patent; 1200, black kid; 1300 
is black gabardine; 1400 is luggage shade; 1500, the 
brown; 1600, the brown suedes; 1700, the blues; 1800, 
the grays; 1900, the high colors; 2000, the whites, 
while 9900 denotes the hash section. Numbers above 
50 are the low heels, while those below 50 are the high 
heels. Patterns are indicated by the last figure. Manu- 
facturers all are designated by a letter before the stock 
number as A, Saks Shoe Co.; B, Carmo; C, Douglas, etc. 
The record of every shoe is watched on a daily per- 
[TURN TO PAGE 48, PLEASE] 




















Send to the Ralph Runkle Bootery 


1023 State Street 
SANTA BARBARA, CALIFORNIA 











fre 
Steet 





cory ipment made in vistetion of the instructions 
wied @ Oh wow. 





Sample of sheet used by 

Ralph Runkle, Santa Bar- 

bara, Calif.. in his stock 
record book. 
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ELP your customers save money, and 
they'll help you make money! Offer 


them “‘new” shoes for ten cents . .. with the new Shinola Shoe Dyes. 


These Shinola Dyes actually make old shoes look really new again. 
They are easy to apply . . . no hard rubbing needed. Just clean the 
shoes thoroughly and spread on Shinola Dye. No matter what the 
original color of the shoes, they become a jet black . . . light-colored 
shoes become a rich, uniform black or brown. 

Stock and sell all three types of Shinola Shoe Dyes: Shinola Black 
Dye for all smooth leather shoes; Shinola Brown Dye for smooth or 


nappy surfaced shoes; Shinola Black Suede Dye for styling up nappy 
leathers. Order a complete supply today. Display them prominently! 


MAKES A POLISH: DYE > CLEANER 
VAL LYS FOR EVERY TYPE OF SHOE 
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Something in Accessories 


[CONTINUED FROM PAGE 19] 


tops for shoes, bags, gloves, don’t for- 
get either that brown alliances can be 
successfully promoted in accessories, 
tying in with the new picture in fur 
trimmings. Dark brown, Havana and 
Allspice tones are all in the bag pic- 
ture. The best fur tie-up is a warm 
Allspice brown that blends with mink 
and beaver. 

The other bag colors of the year are 
for high-lights. The bag market is 
playing wine, rust and a bit of Porto 
Plum. Also a few navies. One style 
leader is stressing “Elephant Gray.” 
Whatever you have left over after buy- 
ing 60 to 70 per cent black and 20 
to 30 per cent brown goes into these 
novelty color promotions. 

It looks as if bag designers had 
taken quite a few leaves out of the 
shoe designers’ notebooks this year. We 
can’t remember a season when there 
was such a family feeling between shoe 
and bag fashions. Take platform treat- 
ments. A few high style bag houses 
have done a good job on introducing 
broad trimming bands or banded bases 
for their models that echo the built-up 
effect in shoe soles. 

Broad pipings and cordings, too, take 
their cue from shoes. So do patent 
leather and grosgrain trimmings, thong 
lacings, bow details and draw-strings 
that run through like a “camisole”- 
topped shoe. 

We find that many more shoe houses 
than ever before are tying in with bag 
houses and vice-versa this year. And 
they are doing the best job yet in link- 
ing the two in color, type and general 
design feeling without repeating details 
too exactly and too monotonously. 

Speaking of accessories that dovetail 
with shoes, this new Finger-Free glove 
is a natural. (See photograph.) It’s 
“walled” fourchettes that run in a 
“U-turn” over the finger-tips reflect 
the feeling of walled last, platform 
and mudguard shoes. Its possibilities 
for contrasting color introduced into 
the side walls also make for interesting 
co-ordination with footwear colors. One 
of the most acutely shoe-conscious 
stores in America, Saks Fifth Avenue, 
will promote this glove as a com- 
panion-piece to Fall shoe fashions. 

At the “Fashion Accessories Pic- 
torial,” sponsored by the National 


Handbag Authority during the Hand- . 


bag and Accessories Show, a concerted 
effort was made to promote American 
influences in design. Bag designers 
have delved into American history to 
find inspiration in frontier life, old 
New England days, and the whole 
colorful background of our country. 
At the same time, one of the most 
important catch words of the year is 
the “Louis XIV influence,” which is 
elaborate, formal, French and foreign, 
and all due to the art exhibition held 
in Paris in honor of the 300th anni- 
versary of Louis XIV’s birth. The 





Clever coordination of bag (Koret) and 

shoe (Pincus & Tobias). Both are of 

kidskin and ue in a soft tailored 
effect. 


feeling of Eighteenth Century French 
elegance is brought home to us by the 
release of the film “Marie Antoinette” 
in Hollywood now and the exhibitions 
of Norma Shearer’s costumes through- 
out the country. 

The most obvious “Louis” detail is 
the bow-knot, which gives us some- 
thing new to say about a familiar de- 
tail in both bags and shoes. Another 
evidence of this influence are the elab- 
orately carved composition frames seen 
in dressy bags this year. 

You could ride both fashion influ- 
ences by featuring tailored bags of All- 
American design and dressy bags with 
a French accent. 


Shoe Bait—and More 


[CONTINUED FROM PAGE 21] 


He glanced about and finding him- 
self free for the moment, humorously 
said, “They need a variety of treat- 
ment.” 

I made a few more sallies and man- 
aged to get him into a talkative mood. 

“Now that you mention that, suppose 
you diagnose my case,” I suggested. 

I was a sucker, I learned, providing 
the clerk hit at things indirectly, 
offering a little opposition at first, then 
suggesting or inferring things, be- 
coming in the end confidential and 
very friendly. I was bound to overdo 
things, but in the end I ended up 
whole and hearty, and was, indeed, a 
likeable gentleman. 

At this last compliment, I smiled 
modestly, forgetting his cruel exposé 
of the rest of my character. 

Just then, another customer came 


in. The clerk opened the door speaking 
to me all the while, ending up: “I hope 
you will step in to see us again, sir.” 
“Yes,” I said, “I will be toddling.” 
Whereupon, his eyes eagerly alighted 
upon his next victim, even as I passed 
through the door. 


Kid Tanners Hold Showing 


at Boston 


Boston, Mass.—The prominence in 
the style picture for Fall, winter and 
next Spring of kid leather shoes, and 
the importance of this leather as a 
basic shoe material were emphasized 
at a meeting of manufacturers and 
merchants held July 27 in the Hotel 
Statler. This meeting, one of a num- 
ber being held in various parts of the 
country by a group of ten kid leather 
tanners, was conducted by C. E. Nel- 
son, representing the group. 

Following a dinner served to more 
than 100 representatives of the trade, 
Mr. Nelson spoke briefly of a survey 
conducted which indicated a preference 
on the part of many women for kid 
shoes. Ten thousand women were con- 
tacted, he said, customers of the stores 
in which test promotions afterwards 
were conducted. Of this total, 80 per 
cent said they would like kid shoes, but 
either had not seen styles which ap- 
pealed to them or had not been shown 
kid leather shoes in the stores where 
they shopped. Buyers in these stores 
previously had reported, according to 
Mr. Nelson, that there was no demand 
for kid or that manufacturers had not 
offered them the right types. The test 
promotions, many of them elaborate, 
met with considerable success, it was 
said. 

From this survey and from these test 
promotions, Mr. Nelson deduced that 
there is a latent demand for style 
footwear of kid leather and that the 
demand is greater than is realized. He 
argued that smooth kid leather shoes, 
properly styled, will sell in the early 
Fall until the suede season opens; that 
there is another short season for the 
same material after the suede season 
is over; and a third selling season in 
the Spring. He pointed out that this 
gives shoes of kid leather, all in all, a 
longer season than many other mate- 
rials. 

Following the meeting, guests of the 
Kid Group gather around long tables 
to inspect footwear styles specially 
designed for the New England mar- 
ket—a wide range of beautiful pumps, 
straps and ties in blacks, browns and 
some of the higher colors, as well as 
evening sandals for formal wear. Pull- 
overs of many styles were requested 
by manufacturers and will be filled by 
the Kid Group at no cost to the manu- 
facturer. 

In further promoting kid leather, 
the tanners have adopted a character- 
istic trade-mark which will be used in 
newspaper advertising, in interior 
store display and in other ways. 
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Paris Greets 
the Queen 


[CONTINUED FROM PAGE 16] 


right and left, among exclusives, but 
not seeping down to ordinary sidewalk 
traffic. They are seen coming and going 
at the Ritz for luncheon, the Georges V 
for tea. In addition to soles thick all 
the way, are soles thick only as far as 
the arch, where they thin down to nor- 
mal to meet a regulation slender high 
heel. This type is sketched, and the 
model one selected by the younger sis- 
ter of the King of Egypt. 

The Duchess of Windsor is wearing 
thick-soled afternoon sandals, with the 
usual thick heel, in black and white. 
The wide, crossed-strap top is white kid 
with black stitching, and the sole and 
heel are black kid. Many women order- 
ing these thick-soled models choose 
them not only for comfort but because 
they add desirable if only apparent 
inches to their height. 

The wedge heel is going over very 
well in Paris, noted in sports styles as 
well as in afternoon and evening types. 

The smartest sandals, irrespective of 
sole thickness, have wide strap tops. 
Fine strappings are not being chosen 
now by chic Parisians. Often two 
colors and two leathers are combined 
in strap tops, such as black patent and 
white kid, light blue kid and dark blue 
antelope. Heels are all high. 

Much seen at day fetes and func- 
tions is what the French call montant 
or high-fronted shoe. Some of these 
are entirely closed in, like the dark 
red antelope model sketched. Others 
have very open sides and _ buckle 
fastened straps holding up the montant 
front. The center-front seam is usual. 
Sometimes leathers are combined, such 
as suede vamps and patent leather 
quarters. 

Other high-fronted models lace up, 
and descend at side to form a V-shaped 
opening. Generally speaking, lacings 
are much less in evidence. All along 
the line is a tendency to less of the 
bric-a-brac touch in shoe decoration. 
Open toes are seen a lot around Paris, 
but much less of heels exposed. 

Parisians have a weakness for plain, 
classic, high-heeled pumps, which they 
often order in color to match costumes. 
The Duchess of Windsor wears an 
almost classic pump in navy antelope 
with a small drape of navy kid across 
the throat. Draped touches in foot- 
wear are adopted by the best people. 

The Princess de Faucigny-Lucinge 
wears a sandal in light navy kid, with 
a draped section of beige kid across the 
toe, shirred under a small strap of the 
navy. A draped step-in is noted in 
black antelope, in similar draped effect 
across the toe held by a small black 
patent strap. In this model, the edges 
of the drapery are narrowly piped with 
the patent. 

‘A few buckles are seen, worn by very 
smartly dressed women. Big, almost 
square, buckles of cut-steel appear on 
black pumps, with black costume. Some 


navy pumps with a triangle gouged out 
of the toe, are bridged across the top 
with a slide shaped enamel buckle. 

Evening footwear emphasizes thick- 
soled models of every type so far 
launched. Much high color figures in 
evening shoes, whether matching or 
contrasting with the costume. Colored 
kids play a big part here. Evening san- 
dals ordered by Mrs. Ronald Balcom, 
formerly Millicent Rogers, combine 
light green kid with dark green ante- 
lope. Lady Abdy likes moccasin styles, 
boat shaped and laced across through 
rings from side to side. She has these 
in white kid and in colors. 

Summer sandals for evening wear 
are playing up in moderate degree gold 
and silver nets. 


Inside Stories of Modern 
Shoe Merchandising 
[CONTINUED FROM PAGE 23] 


etc., for the Summer months and thus 
provide an atmosphere more in keep- 
ing with the season. 

Furniture and other store equipment, 
lighting and floor coverings are all im- 
portant items to consider. when plan- 
ning to modernize or redecorate a shoe 
store or shoe department. Many re- 
tailers who have not been in a position 
to institute a complete modernization 
plan, with new store front and in- 
terior, have succeeded in making their 
stores more attractive and up-to-date 
by adding new items of equipment here 
and there, as they were able, and thus 
have kept in step with the new trends 
in store furnishing without incurring 
any extraordinary expenditure in any 
one year. Often it’s the degree of in- 
genuity exercised in the planning 
rather than the amount of money actu- 
ally spent that produces the results. 





Hands Across the Continent 


Jesse Adler, well known president of 
Adler Shoes for Men, while on a recent 
visit to the West Coast where he spent 
some time checking up on the newest 
style tendencies in men’s footwear, vis- 
ited the Twentieth Century-Fox lot in 
Hollywood and was greeted by Tyrone 
Power with whom he discussed style in- 
dications in men’s shoes from the stand- 
point of a star. 
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No. 34 


Published monthly in the interest of, and 
to promote a wider distribution for, bet- 
ter shoes for children. 


HOW TO GET 
$2,500 ADDITIONAL VOLUME 


50 years of experience ... and 
many months of time and effort 
. .. have gone into the preparation 
of this Book of Facts. It tears 
right thru the fog that surrounds 
the promotion of children’s shoes 
in most shops. It talks facts... 
presents figures ... and gives in- 
formation that a practical man can 
dig his teeth into. It shows how a 
basic stock of pre-school shoes and 
an investment of only $370.05... 
can bring $2,500 extra annual vol- 
ume. 


Will you match ten minutes of your 
reading time against the hundreds 
of dollars it cost us to prepare this 
Book? Why not send for your copy 


$850,000,000 
FOR HEALTH! 


The National Health Conference in 
a meeting at Washington last 
month called for a huge expendi- 
ture over the next ten years to im- 
prove public health. Our contribu- 
tion to the foot-health of future 
generations is the Dr. Posner 
“Body Balance” last designed to 
give the child Perfect Posture, with 
chest out, stomach in, _ spine 
straight, all internal organs prop- 
erly adjusted. Feature foot health 
thru correct “Body Balance” and 
you can build a business that no 
sharp-shooting competition can 
take away from you. Get the facts! 


DR. A. POSNER, SHOES, INC. 
Sales Office and Warehouse: 
140 WEST BROADWAY, N.Y.C. 


Factory: Allentown, Pa. 
Western Rep.: Glaser Shoe Co., San Francisco, Cal. 
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Two steps sell shoes! They must look right—feel right. 
Beautiful Mohawks make grand backgrounds against 
which customers get that first important impression of 
the shoes.—And Mohawk’s soft, deep pile turns testing 
steps into selling steps! Colors, designs, weaves, fitted 
to shoe-store traffic, priced to shoe-store budgets— 


Mohawk makes them all. Write the nearest office. 
The carpet illustrated here is Royal Boucle. 


AGAIN WE SAY 


MOHAWK 
LN 


STAGE YOUR SMARTEST STYLES 


MOHAWK CARPET MILLS, 295 FIFTH AVE., NEW YORK 
Boston Chicago St. Louis Detroit High Point 
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Shoe Fashion Guild Sponsors 
Quality Shoe Week 


New York.—In a drive to increase sales of high 
grade footwear, the Shoe Fashion Guild of America is 
sponsoring a “Quality Shoe Week” to start on Sept. 
17. This time was thought to be most favorable as 
most persons would have returned from vacations and 
the Fall selling season would be really under way. 


The Shoe Fashion Guild will back up this concerted 
drive on the part of retailers of high grade footwear 
during this week by a variety of publicity mediums 
directed to the consumer. It will also prepare adver- 
tising suggestions for either joint or individual adver- 
tisements by shoe and department stores joining in 
this quality shoe promotion. Display suggestions will 
also be prepared for use in window and interior dis- 
plays during this week. 


The idea of a quality shoe week was first conceived 
by one of the members of the Shoe Fashion Guild and 
since that time has made rapid progress and has 
received the enthusiastic support of retailers of quality 
footwear both in New York and other cities in the 


country. 


Merchants Report Business Uptrend 


Fat River, Mass.—Coupled with improved textile 
and industrial activity, retail shoe merchants of this 
city generally report a more satisfactory business. 


One of the best reports was received from A. M. J. 
Dube, manager of the Spencer Shoe Store, who states 
that business to date this year is slightly more than 15 
per cent better than for the same period of last year. 
This store underwent major remodeling and enlarging 
about a year ago, and it is noteworthy that the figures 
represent an increase over the first year in the new 
store. It has seating capacity of 107 and does a large 
business in novelty footwear. 


At the W. L. Douglas Shoe Store, managed by Frank 
J. McManus, it is reported that the business so far 
exceeded that for the same period in 1937. 


William Higgins, manager of the shoe department 
at Cherry & Webb’s, states that business to date this 
year is about 9 per cent ahead of last year. In March 
of the present year this department was remodeled 
making the department more attractive and offering 
better center and entrance display facilities. 


Lucien H. Lamoureux of Lamoureux & Mongeau 
reports business for the three days prior to the Fourth 
of July approximately 6 per cent ahead of the same 
period in 1937, with 1938 to date running slightly 
ahead of 1937 sales at this time. 
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THIS WEEK IN THE SHOE TRADE 


Saturday, August 6, 1938 


Natienal News 





San Francisco Stores Expect Early Fall 





Retailers Stocking Fall Shoes in Anticipation of Busy Season— 
Platform Soles and High Style Colors Expected to Be Good 


SAN FRANCISCO, CALIF.—San Fran- 
cisco’s downtown shoe stores are stock- 
ing up for what they think will be an 
interesting Fall season, with platform 
soles and wine tones striking the high 
notes. One of the stores reported a 
phenomenally good business for the 
first six months of this year, and al- 
most all the rest said they had held 
their own despite a slight mid-Summer 
slump. This is felt to be only tempo- 
rary and a strong Fall revival is ex- 
pected. July slump or no July slump, 
however, all reported that their Sum- 
mer stocks had been cleared out very 
successfully. 

Harry Polglase, manager of Frank 
Werner’s Geary Street store, has just 
completed what he says was “the best 
season in clearing out Summer stock 
in the history of the store.” The store 
has been in business about fifteen years, 
and Mr. Polglase attributes this suc- 
cess to careful buying, planning, and 
watching stock. For the Fall season 
Frank Werner’s is stocking 95 per cent 
closed toes, at least in the higher grade 
lines, although open toes will still be 
popular in the cheaper lines. The best 
material for the coming season will be 
suede with black and blue predominat- 
ing as usual, while porto plum will be 
the high fashion color. Platform shoes 
in reptiles and suedes will be worn for 
street. Evening shoes will also be shown 
in the platform sole type and the mate- 
rials will be satin and crepe. The novel- 
ty in the formal class will be of woven 
cellophane in silver and gold. Heel 
heights will remain approximately the 
same, and the predominating types will 
be step-ins and oxfords. A few sandals 
will be shown. The price range will 
stay as usual between $13.75 and $17.75 
with $14.75 the popular price. 

The accessories department of Frank 
Werner’s is doing exceptionally well. 
Mr. Polglase says they find it difficult 
to sell the shoes if they can’t produce 
the bags and gloves to match. It seems 
that women no longer want to shop all 
over town in a vain attempt to match 
a dress or coat. They want their shoes, 
gloves, bags, and possibly stockings to 
match each other and the logical place 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill... Aug. 29, 30, 1938 


Official Leather Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Spring, Wal- 
dorf-Astoria Hotel, New York 

September 12, 13, 1938 


20th Annual Convention, New York 
State Shoe Retailers’ Association, 
Hotel Onondaga, Syracuse, N. Y. 
September 18, 19, 20, 1938 


National Industrial Stores Association, 
12th Annual Convention, Hotel 
Netherland-Plaza, Cincinnati, Ohio 

September 19, 20, 21, 1938 


National Shoe Fair, Hotel Stevens, 
Chicago, Ill January 3, 4, 5, 6, 1939 


Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 
Texas January 15, 16, 17, 18, 1939 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 





and time for this matching process is 

when and where they buy the shoes. 
At Hanan & Son, Inc., C. L. Girdner, 
the manager, reported that their Fall 
stock would consist of suedes principal- 
ly, with black predominating. They 
will show some browns and wines. Mr. 
Girdner feels that wines are definitely 
coming into the picture for the new 
season. In the new Fall stepins and 
exfords, a good deal of patent trimming 
and fancy stitching will be used to 
dress them up. Heel heights will re- 
main about the same with 18/8 the best 
seller. They will not begin to show 
their Fall stock until around the 
fifteenth of August, although one or 
two stores already have Fall windows 
in and most stores will be starting fair- 
ly soon. Mr. Girdner reported a very 
good Summer considering general con- 
ditions. Dollar volume was slightly un- 
“ [TURN TO PAGE 40, PLEASE] 


Jeffery Represents Richmond 


Shoes on Coast 


Los ANGELES, CALIF.—T. J. Callahan, 
sales manager of the W. L. Douglas 
Shoe Co., Brockton, Mass., announces 
the appointment of Fred V. Jeffery to 
the position of Pacific Coast represen- 
tative of the new subsidiary of the 
W. L. Douglas Co., the C. F. Richmond 


FRED W. JEFFERY 


Shoe Co. This new company is spe- 
cializing in unbranded men’s shoes, in- 
stock and makeups, for the volume 
trade. 

Mr. Jeffery’s territory will comprise 
from Denver West, with permanent 
headquarters in this city at 201 Arcade 
Building. He is well qualified for this 
position, having been in the _ shoe 
business for 18 years, and for the past 
ten years has represented the M. A. 
Packard Co. line in this same section. 


Henry Wolf Named Manager 


SAN-FRANCISCO, CALIF.—Henry Wolf, 
who for the last four years has been 
assistant manager of the Frank More 
Shoe Shop, has recently been made 
manager. He succeeded the late H. E. 
Barton to this position. Mr. Barton 
had been with the store for fifteen 
years, up to the time of his death a 
short time ago. 
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Soles and Heels 
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METAL FLEX and LITHOX 
SOLES AND HEELS 
A combination of steel mesh, metallic, and 
animal substances. 
Long wearing. Metal for NON-SLIP. 
No SPREAD, No CURL, No BULGE 
THE LITHOX CORP. 
WAPAKONETA, OHIO, U.S.A. 
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San Francisco Stores 
Expect Early Fall 


[CONTINUED FROM PAGE 39] 


der the same period last year, but there 
was little drop in unit sales. However, 
he was very optimistic for the future 
because right now business is showing 
considerable improvement over the pre- 
ceding months. He felt that the higher- 
priced shoes would be selling better 
than the lower. Hanan & Son also ex- 
pects to have new styles and lasts for 
men this Fall. 

J. H. Levin, manager of Roos Bros. 
women’s shoe department, says, “the 
big thing this Fall will be the platform 
soled shoes in suedes.” Black and 
brown will be the staple colors, but he 
expects wines and plum to go over 
well. A smart tailored line that will 
suit the taste of the Roos Bros.’ trade 
has been added. Mr. Levin says that 
this Summer’s business was maintain- 
ing a satisfactory level, and that the 
Summer stock is already pretty well 
cleared out. 

At the Fashion Bootery the store’s 
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manager, W. H. Scanlan, Jr., reported 
an excellent first six months, with much 
business done in the copper shades, and 
a complete sell-out of all their wedge 
heel types in both oxfords and sandals. 
For Fall the Fashion Bootery is stock- 
ing about 60 per cent black and 40 
per cent colors, blues, burgundies, and 
porto plum. They will feature the plat- 
form soles, and, since the wedge heels 
were so popular, they will buy them 
again for Fall. The oxford type has 
been selling very well and the sandal 
hardly less so. Mr. Scanlan says they 
will stock oxfords and sandals again 
for this coming season and will con- 
tinue to sell open toes and heels through 
the early Fall. Platform soles and 
porto plum color will be the key note 
for the Fashion Bootery’s Fall season. 
Sommer & Kaufmann made their 
first early Fall showing with a striking 
display of high styles in the central 
window of their fashionable Grant Ave. 
store. Against a simple modernistic 
background employing rich Autumn coi- 
ors, with fresh California flowers in 
warm yellow, red, and flame shades, 
the store’s newest types of shoes for 
Fall were shown. The display featured 
the pedestal sole type with suede up- 
pers in black, blue, or plum colors. The 
pedestal toe soles and matching stripe 
around the lower portion of the heels 
were done in contrasting colors of wine, 
blue, or red. This effective modifica- 
tion of the platform shoe was also util- 
ized in this display to show new ac- 
cessory matching possibilities. With 
black suede shoes with blue pedestal 
soles were shown gloves and bag in 
matching blue rather than black. In 
this window kidskin vied with suede 
for first honors. Porto plum was fea- 
tured in two pairs of shoes of the open 
toe type done in “Ripple Kid.” With 
these were shown what is probably San 
Francisco’s first glimpse of silk stock- 
ings in the same shade of plum, and of 
course, matching bags and gloves. The 
price range in this window ran from 
$12.75 to $14.75. The attention the 
window was attracting from San Fran- 
cisco’s well dressed women would seem 
to indicate that at least San Francisco’s 
fashionable ladies are going to be 
pleased with this Fall’s high notes. 


Justin Issues New Catalog 


Fort WortH, TexaS—One of the 
most interesting pieces of shoe litera- 
ture of the current season is the cata- 
log of H. J. Justin & Sons, Inc., Fort 
Worth, showing cowboy, military, field 
and riding boots. It makes you want 
to be on a bucking broncho! Quality 
is the keynote of this catalog with the 
lead-off, a pair of cowboy boots of 
fancy pattern in which the best of 
cowhands could strut his stuff! 

The founder of this boot establish- 
ment, H. J. Justin, left the following 
legacy to his three sons in 1918: “I 
hope to leave behind me an institution 
which will uphold the standards and 
spirit of the True West.” So, John, 
Earl and Sam Justin carry on under 
that banner. 


NEW 
SHOES 


never fail to thrill a 
t ially if 





they're Mrs. Day's 
Ideals. Styled and 
constructed by a spe- 
cialist in this type of 
footwear, have an 
established reputation 
with all mothers. 
Smart retailers of 
juvenile shoes find 
them not only profit- 
able but excellent 

4 builders of new busi- 
ness. 


MRS. DAY’S 
IDEAL BABY 
OE CO. 
DANVERS, MASS. 


FLEXIBLE 


HARD 
SOLES 


STOCK NO. 562 eee 








Sandals for Brown Eyes 
[CONTINUED FROM PAGE 30] 


was in the hoosegow down in Tia 
Juana long enough to—there you are!” 
I says. “How about Tia Juana? How 
come there’s a -W- in Tia Juana when 
it’s spelled with a -J-?” 

She whips around so quick I almost 
dodge. 

“My brother was arrested illegally,” 
she says standing up straight and firm 
in front of me. Her curls are bobbing 
up and down right under my chin. “It 
was illegal and you know it!” she says. 
“And the entire Mexican Government 
had to get down on their knees and 
apologize to the U. S. A. Department 
of—” 

“He was drunk,” I says. “He was 
lousy drunk and he had to do his five 
days just like—” 

“He was not drunk,” she yells. “The 
Mexican general told—” 

“I grab her by both wrists. The 
smell of the steak is hanging in the 
air and the lid of the coffee pot is 
beginning to jiggle. 

“Pipe down, Model Foot,” I says, 
easy. “You’re too beautiful to get all 
het up like that. And as for me,” I 
says, “I’m too hungry. Let’s get goinz 
on the dinner, and cut out the reminisc- 
ing,” I says. 
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REG. U.S. PAT. OFF. 


Wherever you use this modern shoe 
goring, you add Style, Comfort, Long Wear, 
and Real Value to your line. 

Standard, Sueded, or Textured —a match 
for every shoe goring requirement. Samples 


on request. 





e MOORE FABRIC COMPANY, Pawtucket, Rhode 
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She eases down on her heels. 

“Well, then don’t go picking on my 
family,” she says. 

“T won’t mention ’em,” I says. 

“And don’t go picking on my pro- 
nunciation,” she says. 

“T wouldn’t think of it,” I says. 

She makes a run for the oven and 
yanks open the door. “Because if you 
do,” she says, “there’ll be some real 
smoke around here. The smoke of 
war-at-cheeze!” 

“All right, Chef,” I says. “Have it 
your own way! Only,” I says, “honest,” 
I says, “that’s what the window trim- 
mer calls ’em. I swear to God it is!” 

“O. K. Joe,” she says. “Come on and 
eat. But remember,” she says, giving 
me the big brown eyes over the tin of 
little brown biscuits, “you promised me 
a pair of hoo-rat-ches for tomorrow!” 


To Concentrate on 
Women’s Line 


Fort WAYNE, IND.—The Talbert Shoe 
Store is discontinuing the sale of men’s 
shoes, devoting the space formerly oc- 
cupied by this department to popular 
priced women’s footwear. With this 
added space for women’s shoes, Tal- 
bert’s will be the largest exclusive 
women’s shoe store in. northern Indiana, 
if not in the entire state, according to 
H. E. Talbert, president. The firm’s 
policy will be to handle nationally 
known women’s shoes in a broad price 
range. 


S. J. Brown Starts Own Firm 


MILWAUKEE, WIs.—Stanley J. Brown 
has resigned as display manager of 
the S. J. Brouwer Shoe Co. here, to 


STANLEY J. BROWN 


organize his own display and fixture 
firm at Box 183, Elm Grove, Wis. 
Mr. Brown joined the Brouwer com- 
pany in January, 1919, as assistant 
display manager and in 1920 became 


display manager, a position he has 
held ever since. During his many 
years with the Brouwer company he 
has gained first hand experience con- 
cerning the types of displays and fix- 
tures best suited for the shoe business. 

Various remodeling work done at the 
Brouwer store has been under the di- 
rection of Mr. Brown and he will spe- 
cialize in this feature of service as 
well as animated signs, window back- 
grounds and displays and the manu- 
facture of display fixtures. 

While he will not confine himself 
exclusively to the shoe business, Mr. 
Brown will concentrate on serving shoe 
retailers and manufacturers. He is 
succeeded at Brouwer’s by Ellsworth 
Greenwald. 


J. P. Smith Plans Extensive 
National Advertising 


CHICAGO, ILL.—The J. P. Smith Shoe 
Company, Chicago, is preparing an 
extensive national advertising cam- 
paign for Smith Smart Shoes. During 
the Fall season, Sunday rotogravure 
and Sunday black and white advertis- 
ing will appear in all major markets. 

Plans are to have dealer advertising, 
direct mail and window displays co- 
ordinate with national advertising. 

McGiveran-Child Company of Chi- 
cago have been named to handle the 
account. Sydney Loewenberg and Mil- 
ton J. Klee are the account executives. 
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Michigan Shoe Travelers Meet 


DetTrRoIT—The July meeting of the 
Shoe Travelers Club of Michigan was 
held recently at the Statler Hotel with 
a gratifying number of members in 
attendance. Plans were discussed for 
the shoemen’s picnic on August 21 at 
Cowan’s Farm. The event is to be 
sponsored jointly by the retailers and 
the traveling men, and will be at- 
tended largely by the salesmen. Guests 
of honor will be David M. Lieberwitz, 
president of the Detroit Retail Shoe 
Dealers Assn., and Clyde Taylor, of 
Stuart J. Rackham, Inc. 

Matters pertaining to the holding 
of the State Convention in Detroit 
were also discussed. This will be held 
at the Hotel Statler January 8-10. 
Herman Meyer, representative of 


Friedman-Shelby Shoe Co., and Clyde 
Taylor will again be co-chairmen of 
this convention. 


Melville Kaufmann Joins 
Joyce, Inc. 


San FRANcisco, CALIF. — Melville 
Kaufmann, who for nineteen years has 
been a member of the firm of Sommer 
& Kaufmann, has handed in his resig- 
nation which will be effective Sept. 
1, 1938, in order to become a member 
of the firm of Joyce, Inc., Pasadena, 
Calif. For Joyce, Inc., manufacturers 
of the well-known Cool-ees and other 
exclusive leisure and playtime styles, 
Mr. Kaufmann will take charge of sales 
and promotion. 





MELVILLE KAUFMANN 


After his graduation from the Uni- 
versity of California in 1917, Mr. Kauf- 
mann served as an ensign in the U. S. 
Navy during the World War and was 
honorably discharged in 1919. At this 
point in his career he joined the firm 
of Sommer & Kaufmann. For many 
years now, he has served as a member 
of their board of directors and as man- 
eger of their fashionable Grant Ave. 
store. As a member of the California 
Retail Shoe Dealers’ Association he 
was very active, serving as secretary 
for several years and as president for 
two terms. He is also a member of the 
board of directors of the National Shoe 
Retailers’ Association. 

Along with his numerous other 
activities he has found time to work 
out several concrete contributions to 
the betterment of the industry as a 
whole. Among these is a stock control 
system which has been adopted by 
many merchants. Last year, when all 
the retail stores of San Francisco were 
negotiating with the retail clerks union, 
Mr. Kaufmann acted as liaison officer 
between the department stores and the 
footwear men in their labor relations 
policy. 





Expands Advertising Program 


Los ANGELES, CALIF.—An extensive 
advertising program has been formu- 
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-ELAM'S | 


PRE-WELTS 


N terms of feet, "All's well that s 
well."" For, when children elle 
needed foot guidance they get wearing 
Elam's Pre-Welts, they have greater assur- 
ance of healthy, normal feet in adulthood. 
—_ remain loyal to the Elam Pre-Welt 
aler. 


509—White Elk 
Moccasin Toe 


F.S. ELAM SHOE CO. 








lated by the Dr. John M. Hiss Foot 
Clinic which will include national as 
well as local advertising. This pro- 
gram was worked out by the Hamilton 
Associates, advertising agency of this 
city, who are so well and favorably 
known for their work in retail and 
national shoe advertising fields. 


Indiana Travelers Hold 


Annual Outing 


INDIANAPOLIS, IND. — The Indiana 
Shoe Travelers’ Association held their 
annual chicken dinner and outing at 
Forest Park, Noblesville, Ind., Satur- 
day, July 28. Members and their fami- 
lies, and friends were guests of the as- 
sociation at an all-day frolic, including 
golf, swimming, cards and out-of-door 
sports. The annual affair in the past 
has been a stag affair but it was 
decided to include friends and families 
of members of the organization this 
year. More than one hundred persons 
attended the dinner, and plenty of fried 
chicken, corn on the cob, and a real 
Hoosier spread was enjoyed by all 
present. Dancing followed the evening 
dinner. 

The committee in charge of the affair 
were: Martin Brumgardner, H. H. 
Smeltzer and W. E. Ratcliffe. Frank 
Brown, president of the organization, 
was master of ceremonies. 
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Selby Establishes Profit-Sharing Plan 


Agreement Reached with Representatives of Employees Fol- 
lowing Strike Does Not Call for Closed Shop, However 


PORTSMOUTH, OHIO — A _ nine-day 
strike at the plant of the Selby Shoe 
Company in this city was called off 
recently when members of the United 
Shoe Workers of America, CIO affili- 
ate which called the strike, voted to 
accept a contract of a year’s duration 
which includes a profit-sharing plan 
proposed by the company. The short 
duration of the strike with its early 
settlement caused little delay in pro- 
duction. 

The main points in controversy were 
the restoration of a ten per cent pay 
cut and the insistence upon a closed 
shop. In the final agreement reached, 
the United Shoe Workers of America 
will be recognized as the sole bargain- 
ing agency of all production employees, 
as it had been previously, while the 
main points of the disagreement were 
waived. 

In the contract consummated be- 
tween the local unions and the com- 
pany, the union’s national organiza- 
tion did not participate because of its 
policy against contracts that do not 
provide closed shops. 

An average week’s pay for all pro- 
duction employees will be set aside. 
This fund will replace the one-week 
vacation with pay that had been in 
effect. 

At the close of the year’s business, 
the company’s net earnings are to be 
determined. Based on book values, 
funds sufficient to declare a stockhold- 
ers’ 6 per cent dividend will be set 
aside. 

When funds for the 6 per cent re- 
turn are deducted, the balance will be 
placed in a “pot”. The company will 
set aside 25 per cent of the “pot” for 
the workers as a bonus, to be divided 
equally among all employees on the 
general payroll. 

The company advised union leaders 
that there will be no further general 
wage reductions for the life of the 
one-year contract. 


Chelmsford Shoe Co. 
Holds Outing 


Derry, N. H.—More than 400 at- 
tended the second annual outing of 
the Chelmsford Shoe Co., held at Pine 
Island Park, Goff’s Falls, under aus- 
pices of the Derry Shoe Workers’ 
Association. 

Joseph Pelletier was chairman of 
the committee, which awarded prizes 





Spring Leather Colors 
Announced 


NEw YorRK—At the joint meeting of 
tanners, shoe manufacturers and re- 
tailers, held in cooperation with the 
Textile Color Card Association, seven 
repeated colors and two new colors for 
men’s shoes were adopted for Spring, 
1939. 

The seven repeated shades, all of 
which appear in the Men’s Shoe & 
Leather Card for Fall, 1938, are: 
Town Tan, Pheasant Tan, Scotch 
Brown, Rustic Tan, Tanwood, Heath 
Brown and Belmont Tan. 

The two new colors, to be named 
later, consist of a brownish vintage 
tone and a light tan. 

Ten colors for women’s shoes, in- 
cluding five new and five repeated 
shades, have been selected for Spring, 
1939. In choosing these colors, the 
committee followed closely the recom- 
mendations cabled by Margaret Hayden 
Rorke, managing director of the color 
organization, who is now in Europe, 
and who did intensive fashion research 
abroad on advance color trends in 
shoes for Spring, 1939. 

Because of the growing importance 
of color in shoes and other accessories, 
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the committee thought it advisable to 
select a lighter and a darker rendition 
in each important color family. 

Representing the blue range are Ma- 
rine Blue and the lighter and more 
purplish Parisian Blue, both success- 
ful carry-over colors. The committee 
emphasized the fashion significance of 
the purplish note in blues. High- 
lighted in the important vintage family 
are two new versions, one a deep rich 
claret tone of slight purplish cast, also 
a lighter wine shade. 

Another smart group consists of the 
lively Golden Havana, repeated from 
the Fall Shoe & Leather Card, and a 
new golden tan. In the rust or copper 
range, Burnt Earth is carried over 
and a new lighter copper tone was also 
selected. The two remaining shades 
are a new reddish brown of the ma- 
hogany type and India Brown, repeated 
from the 1938 Fall Shoe & Leather 
Card. 

Advance swatches of the new colors 
are now in dye and will be sent to 
members shortly, together with the 
names for the new colors. About the 
middle of September, the committee 
will hold another meeting to determine 
if additional colors are to be added. 


Vance Store Moved 


ATLANTA, GA.—The Vance Canti- 
lever Shoe Store, formerly located at 
120 Peachtree Arcade Building, has 
been moved to Regenstein’s Peachtree 
Street store, at 209 Peachtree Street. 
Mr. Vance continues to be in charge 
of the department. 





Lima Cord Executives at Picnic 


oF: ed 4 4 a Fee a 


Lima, Ohio—A group of executives and foremen of the Lima Cord Sole & Heel 
Co., Lima, on the occasion of their annual outing, held recently and attended by 
several hundred factory and office workers and members of their families. The 
outing proved to be a most enjoyable occasion for all. 

In the photograph are, top row, left to right: Mrs. Ida Churchill, David 
Churchill, B. E. Tabler, secretary; Ed Verbryke, Grover Webb, E. C. Lindow, 
assistant superintendent; Fred Hobbs. Bottom row, left to right: Clair Boothby, 
J. E. Grosjean, founder of company, chairman of the board; C. A. Haver, super- 

intendent; C. L. Barry. 


for the various sporting events and 
also for the best decorated automobiles 
in the procession to the scene of the 
outing. 

Lawrence M. Meyer of Newmarket, 
who is connected with the State Plan- 
ning and Development Commission, 
was invited as a special guest. 





Men's Shoes 





“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U. S. A. 








186 LINCOLN STREET 
BOSTON 
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Nurses’ Shoes 


EFS rE 8 





Flexible, Shape Retaining 
NURSES' OXFORDS 
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IN-STOCK 
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28 Goodhue St., Salem, Mass. 
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Shoe Windows That 
Captured Convention Honors 
[CONTINUED FROM PAGE 32] 


Fair, held in Cincinnati early in the 
Summer. The color scheme was black 
and pink and the window featured the 
Tango pump, which Mabley & Carew 
has available in every size from one to 
ten. The center panel, according to 
D. F. Heiser of the Mabley & Carew 
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Shows Plenty of Sizes in New Orleans 


New Orleans, La.—A short time ago, the Boot and Shoe Recorder ran an item 
on how shoe retailers in Mexico stick to the old methods of shoe display which 


meant showing most of the stock in the windows. 


The Lichtenstein Shoe Store, 


210 South Rampoort Street, New Orleans, is also a believer in this method of dis- 
play as evidenced above but P. Lichtenstein, owner, does a very successful family 


shoe business in this city. 


Mr. Lichtenstein has two 


well-posted shoe men as 


managers in the persons of Meyer Streiffer, buyer of women’s and children’s 
shoes, and Bernard Hyman, buyer of men’s and boys’ shoes. 





store, was in pink with white leaves, 
and the checker board and floor boards 
were black and pink. White spotlights 
only were used for illumination. 

Up to this time, and for several 
weeks back, the great majority of shoe 
windows have been those which fea- 
tured clearance sales and Mid-Summer 
price reductions, Here and there a few 
windows featuring Fall shoes were 
beginning to make their appearance as 
July drew to a close, and we may ex- 
pect to see many more of them from 
this time forward. The I. Miller pro- 
motion of Chianti, one of the vintage 
shades which they are featuring for 
Fall, was one of the earliest and most 
striking of these early Autumn win- 
dow promotions, which was also tied 
in with advertising in the newspapers. 

An interesting example of the pre- 
vailing tendency to get an early start 
in featuring the new season’s fashions 
is found in recent promotions by J. W. 
Robinson Co., in Los Angeles, who show 
a cool sandal by LaValle, suitable for 
Summer wear, in next season’s colors. 
This is described in the advertisement 
as “a new version of a prime favorite 
. .. Soft suede with English binding in 
kid. And in next season’s colors: 
golden Havana, burnished chestnut, 
chateau wine, Porto plum, navy and 
charcoal black suede. Wear them for 
midseason interest.” 

The same store is featuring kidskin 
in its advertising as an advance shoe 
fashion. “So smooth, so beautiful in 
its new draped treatments,” runs the 
copy. “Small wonder the Paris open- 
ings gave kidskin sensational promi- 
nence in all accessories. Robinson’s 
present kidskin with suede touches as 


a mid-season high fashion. The sandal 
in black, Porto plum, chateau wine. 
Pump in black.” 

Bonwit Teller, in New York, devoted 
an interesting advertisement last week 
to their loop knot Summer sandals in 
Capri stripes of white and various 
color combinations. “The celebrated 
Island of Capri is the birthplace of the 
latest of our famous.accessory fabrics,” 
said the ad. “Capri stripes, gay as an 
Italian May festival, rollicking as 
*‘Funiculi-Funicula.’ Our outstandingly 
popular Loop Knot sandal gains new 
chic, further foot-flattery made up in 
this exciting new fabric. The perfect 
condiment for your superbly simple 
white dresses, for sheer black. Blue 
and white with white binding. Black 
and white with black patent leather. 
Brown and white with copper. Multi- 
color with blue.” 

Thus “anything goes” in mid-season, 
whether it’s bright color in Summer 
fabrics or the new Fall shades in kid- 
skin and suede. From now on, how- 
ever, we can look for more and more 
emphasis on Autumn footwear in the 
August window displays and news- 
paper promotions, 


Protest Freight Rate 


Reduction 


Boston, Mass. — A protest against 
the requested reduction in freight rates 
to apply to merchandise made in parts 
of the South was presented by the New 
England Shoe and Leather Association 
before a hearing conducted in Buffalo, 
N. Y., on July 22 by the Interstat 
Commerce Commission. 
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... There can be no compromise 
with quality, durability and com- 
fort in the proper construction of 
shoes for golf—and quality in the 
hidden parts is just as important 
as in the uppers and outsoles. 


... This is the reason so many 
manufacturers of sport shoes are 


using Celastic Box Toes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED 


SALESMAN WANTED 


POSITION WANTED 





S ALES MEN—With established shoe trade to 
handle as sideline foot comfort article of 
proven merit. Liberal commission—attractive 
proposition to dealers. Some excellent terri- 
tories open. State territory, line handled, and 
references in first communication. Address Air- 
Lock Rubber Products Company, Box 312, 
Santa Ana, California. 





WANTED: Salesman to carry a side line of 
in-stock Wagner Feature Pumps to retail at 
$4.00. State references and lines now handling, 
also territory now covering. Address 885, care 
Boot & Shoe Recorder, 140 Federal Street, 
Boston, Mass. 





SHOE SALESMEN with good follow- 
ing wanted to sell a line of Children’s 
Pre-welt Shoes, Men’s and Women’s 
House Slippers, Sheepskin Moccasins, 
also Bowling Shoes. Commission basis. 
Territories open. Furnish references. 


MIDWEST SLIPPER MFG. CO. 
512 S. Peoria St. Chicago, Illinois 











E are open for two resident salesmen; one 

for the Carolinas and one for Texas, to rev- 
resent a live-wire line; growing girls’ and 
children’s shoes in stock, two and three dollar 
retailers. Only those with following need apply. 
Address £903, care Boot & met oe 239 
West 39th Street, New York, N 





ALESMEN WANTED: For Coast territory: 

Denver west, stitchdown shoes, infants’, 
children’s, Misses’, one grade only; dollar re- 
tailers, leather soles. Want live, active repre- 
sentation to contact largest operators and only 
volume users; jobbers, chain stores, large retail! 
and department stores; short live line about 50 
samples. State references, previous experience; 
all information. If you can’t produce don’t 
apply. Address $904, care Boot & Shoe 
Recorder, 239 W. 39th Street, New York, 
N. Y¥. 





S ALESMEN for Middle West and South to 

sell a complete line of children’s and growing 
girls’ shoes and women’s sports. Can be car- 
ried as side line on commission basis. Address 
2906, case Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


SALESMEN wanted to carry line of Ladies’ 

Novelty shoes for Southern and South West- 
ern states. Commission basis until established. 
Give references and previous experience. 
McBREEN SHOE COMPANY, 325 W. Mon- 
roe Street, Chicago, Illinois. 








WO resident salesmen wanted for Middle 

West and West Coast to sell department store 
trade and chain stores. A live line of women’s 
$3.00 and $3.50 retailers—spectator and semi- 
novelty types. Prefer man living in St. Louis 
or Chicago. Also West Coast opening. Refer- 
ences required. Strictly commission basis. Ad- 
dress 889, care Boot & Shoe Recorder, 140 
Federal St., Boston, Mass. 








A National Distributor, 


specializing in Juvenile Footwear and House 
Slippers, offers unusual opportunities for wide 
awake conscientious salesmen. The line is 
nationally advertised and known from coast to 
coast. We distribute three complete popu- 
larly priced lines under three different adver- 
tised brands of infants’, children’s, misses’ 
and little gents’ shoes; also infants’, chil- 
dren's, misses’, boys’, men’s and women’s 
house slippers. The line is priced attractively 
in all the grades to meet the demand of any 
type of trade. We have as complete an assort- 
ment as anyone in this country and we pride 
ourselves on good stock service. It could be 
carried with another non-conflicting line. 
Commission paid weekly. 


WEITZMAN SHOE COMPANY 


355-7-9 Badger Avenue, Newark, New Jersey 











XPERIENCED SALESMAN—WITH fol- 

lowing for line of medium grade men’s sport 
shoes for retail trade. New York City and 
other territories. Give references. R.-J. Mayer 
Shoe Co.. Inc., 244 Broad St., Lynn, Mass. 





WANTED: Salesmen Sideline of Men’s 3rd 
quality work shoes in not over ten styles for 
following states: Alabama, Arkansas, North 
Carolina, South Carolina, Tennessee, Kentucy, 
Virginia, W. Virginia, Minnesota, Indiana, Wis- 
consin, Iowa, Nebraska, Kansas, Georgia, Illi- 
nois, Missouri. Straight commission. No draw- 
ing accounts. Address 888, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 





SALESMEN WANTED by large factory dis- 

tributing branch in Chicago of long estab- 
lished well-known trade-marked lines of rubber 
footwear to cover territories of Illinois, lowa- 
Nebraska, and Minnesota on a commission basis. 
No objection to non-conflicting side line. This 
is a good opportunity for a lucrative and pleasant 
connection. Gold Seal Rubber Company. 212 W. 
Monroe St., Chicago, Illinois. 


* 


POSITION WANTED 


ETAIL Salesman will move to town of 100,- 

000 or under. Twelve years’ Chicago or- 
thopedic and novelty experience. Address 896, 
care Boot & Shoe Recorder, 209 S. State Street, 
Chicago. 











YOUNG man with best quality shoemaking ex- 
perience wishes position in retail shoe store. 


Can take care of complaints, repairs, rebuilding - 


of footwear to customers’ satisfaction; but at 
same time wishes experience in selling shoes at 
retail. New York or vicinity; many years’ ex- 
perience; good references. Address 900, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SOMEWHERE IN UNITED STATES THERE 
Is A STORE—who can use an aggressive Shoe 
man, A man who rose step by step yy hy a 
di er ho as a 
successful record. of “modern planning and pro- 
moting at a profit. Capable of inspiring co- 
workers to cooperate happily for more business— 
an all around capable and a harmonious worker— 
knows shoes for the entire family—all grades— 
best references—married. Will go anywhere. 
Permit me to sell myseif to you at a salary that 
will be bag | acceptable. 
Address 892, care BOOT & SHOE ag: 
CORDER, Noo West 39th Sreet, New York, N. 














XPERIENCED retail store man who has 

made a life’s study of the correct fitting 
of shoes and is regarded as an authority on that 
subject is desirous of getting connected with 
some high-grade store handling medium grade 
and high grade shoes. Perfectly competent to 
act as manager or expert salesman. Very best of 
references will be supplied. For further informa- 
tion address $907, care Boot Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SHOE buyer and manager, 33; single, good 
health and habits. Eleven years’ experience 
merchandising popular priced family stores and 
departments, chains and independents. Thor- 
oughly experienced all phases shoe business. 
Excellent knowledge of markets; want position 
with future; locate anywhere; start immediately. 
Will also consider road with good factory line. 
References. Address 893, care Boot & Shoe 
~— 239 West 39th Street, New York, 








PATENT ATTORNEY 








— 
"ANY Invention or Trade Mark 








WANTED TO PURCHASE 


SHOE STORE WANTED: CITY OR COU:\- 

TRY, write full information. Will pay cash, 
must be reasonable. Address 890, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








OOKING to buy for cash going retail shoe 

store doing about $30,000—per year within 
radius of 100 miles of New York. Address 
897, care Boot & Shoe caste 239 West 39th 
Street, New York N. 





address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per. word for all undisplayed adv 5 i- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per og ee ee ae 
. When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
(@™ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “G-] 


Minimum charge, $1.25. 





















. 
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HELP WANTED 


WANTED TO PURCHASE 











MERCHANTS’ NEEDS 





EXPERIENCED advertising manager for pro- 
gressive shoe chain, also take charge of 
personnel and supervise displays, good oppor- 
tunity for right party. Write full particulars 
Box #902, care of Boot & Shoe Recorder, 239 
West 39th St., New York City. 








FOR SALE 


STABLISHED family shoe store in W. Palm 

Beach, Florida, ten years same _ location. 
Will sell with or without stock. Price reason- 
able. Suitable lease can be arranged. Address 
901, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








FOR LEASE 


OR LEASE: Shoe department in smart 

Ladies’ Ready-To-Wear Shop. Located 80 
miles south of St. Louis. Address $905, care 
Boot & ag i sehen 239 West 39th Street, 
New York, 








BUSINESS OPPORTUNITY 








Once in a Lifetime 


(where to look) 


Somebody in your line of business last 
week grabbed a once-in-a-business-life- 
time chance to pick up a new lot of 
goods at less-than-wholesale . . . simply 
because somebody else who knew from 
experience had told him how it’s done. 
He now knows that the number one 
Auction Sale page of America, covering 
every line of business and all types of 
goods, is the next-to-last page of any 
weekday New York Herald Tribune. 
Good point to remember. 











HAVE 100 per cent location in Sioux City, 

Iowa, in well established dress shop open to 
sublease on percentage basis for lady’s shoe de- 
partment. Modernistic built-in shelving for 
1,200 pairs and ample display space in modern 
stainless steel windows furnished. If interested 
address £908, care Boot & __ eS ape 239 
West 39th Street, New York, 





FOR RENT 


WANTED: A wide awake progressive shoe de- 

partment carrying women’s novelty shoes to 
rent space in ladies’ ready-to-wear store. Shoes 
must be popular priced. Location 100% in good 
business town of 38,000 population in Eastern 
South Dakota. Parties interested must act 
quickly as opportunity will not be open long. 
Address 891, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











Frank F. Phelps 


CINCINNATI, OHIO—Back in 1900, 
Frank F. Phelps, who passed away 
recently, signed up with the Krippen- 
dorf-Dittman Shoe Co., Cincinnati, to 
cover the Northwest territory—Wis- 
consin across Minnesota and down 
through Iowa—and up to his retire- 
ment three years ago, he had rounded 
out a thirty-five year record of fine 
service for his house and to the mer- 
chants he sold shoes to, a record of 
which he and his friends had due cause 
to be proud. Many were the instances 
where he protected his customers 
against bad buys when his acumen 











Buyers of, Surplus Stocks 


I buy surplus or entire stocks of shoes 
wom RF. K.. peobers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross. Nunn-Bush, Ete. 
IRVIN UBIN 


“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 

























The Complete Line of 
; SHOE 
ORNAMENTS 
AND SPATS 


in 
Buttons and Zippers 


Manolis Manufacturing Co. 
4248 No. Crawford Ave., 
Chicago, III. 











SEND 


for a copy of our new catalog illustrat- 
ing the newest in Shoe and Hosiery 
Display Fixtures. 


Sixteen pages of suggestions vital to 
every merchant interested in increas- 
ing his sales. 


Segall & Sons 


DISTINCTIVE DISPLAY FIXTURES 
925 ARGH ST., PHILADELPHIA 





convinced him that some new hot style 
trend was dangerous and not worth 
the gamble. Men like Frank Jacques 
of Des Moines found their respect for 
Frank’s judgment mounting over the 
years and knew him as a salesman and 
a man of courageous integrity. 

He was an active member of that 
sterling bunch of salesmen who had a 
part in bringing the house of Krip- 
pendorf-Dittman to the position it en- 
joys today in the Cincinnati shoe mar- 
ket. Men like John Carlisle and Lou 
Hart are known to many of the inde- 
pendent shoe merchants as buddies of 
Frank Phelps. 

He was honored by the Chicago Shoe 
Travellers Association as its president 
over a decade ago. 

Frank retired when 70,.to his cot- 
tage up at Lauderdale Lakes, Wis., 
and enjoyed three years of hale and 
hearty recollections in the devoted 
company of Mrs. Phelps. Besides his 
wife, he is survived by two sons, Ed- 
mund S. and Frank L., one with U. S. 
Gypsum, the other with international 
Harvester Co. Interment was at Rose- 
hill, Chicago, Friday, July 29. 






Shoe Leather Vital Factor 
in Shoes 


Boston, Mass.—“The serviceability 
of shoes,” says W. O. Bentley, vice- 
president of the Kistler Leather Com- 
pany of Boston, Mass., “particularly 
men’s shoes, due primarily to the sole 
leather used, is as great a factor in 
successful shoe manufacturing and 
merchandising as is the keystone of an 
arch in relation to the main structure. 
There is always danger in any com- 
promise ‘with durability in a vital part. 
Relatively inconsequential things may 
be omitted from the motor car that will 


sell at a price to fit the pocket-book of 
those the manufacturer aims to serve. 
Look at the tires. There will be seen 
a known, high-grade product. If quality 
must be maintained in what a motor 
car rolls on, surely quality should be 
maintained in what the public walks 
on.” 


Sets California 
Convention Dates 


Los ANGELES, CALIF.—Dates for the 
forthcoming 1939 convention of the 
California Shoe Retailers Association 
have been set for June 12, 13, 14, 
1939, at the Hotel Biltmore, Los An- 
geles, by President Clarence H. Fon- 
tius and his committee. Preliminary 
plans are now being made and working 
committeemen being selected. Many 
more Eastern lines and visitors than 
usual are expected for the showing on 
account of the World’s Fair that will 
be open in San Francisco at this same 
time. 





High to Manage Pohl Store 


Fort WortH, Tex.—J. T. High, man- 
ager of the women’s Walk Over Shoe 
Salon of the W. C. Stripling Depart- 
ment Store, at Second and Main Streets 
in Fort Worth, for the past several 
years, has been transferred to Cincin- 
nati, Ohio, where he is now manager of 
the H. William Pohl Shoe Store there 
for the Walk Over Company. Buster 
Lary has succeeded Mr. High as man- 
ager of the Stripling Shoe Salon in 
Fort Worth. 
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Boston Shoe Club Sets 
Date for Outing 


Boston, Mass.— Thursday, August 
11, has been set by the Boston Shoe 
Club for an all-day outing of members 
and guests with an attendance of more 
than 100 expected. Invitations have 
been sent out to manufacturers and 
traveling salesmen, many of whom have 
alreedy accepted. 

The outing will be held at the Walk- 
Over Club, in Campello, Brockton, and 
a program of sports of various kinds 
has been arranged. Some of the mem- 
bers of this retail organization may 
elect to play golf, in which event they 
will be accorded the privileges of one 
of the three clubs in that shoe city. 
Others will remain on the Walk-Over 
club grounds for ball games, tennis 
matches and other forms of entertain- 
ment. In the event of rain, there are 
ample facilities for indoor games, all 
of which will be made available to those 
who attend. 

This is the first outing of the Boston 
Shoe Club, organized last Spring and 
it is hoped to make it an annual event. 
Included on the committee arranging 
for the outing are Herbert Shuman, 
chairman; H. E. Monroe, Philip Bayes 
and Joseph V. Kelly. 





Keeping Tabs on Style 
and Sizes 
[CONTINUED FROM PAGE 34] 


petual inventory sheet. In addition 
there is kept a daily balance sheet in 
which is charted the action of each 
color, together with a complete record 
of all stock movements in the shoe 
department, 

Just how the department is doing 
day by day is revealed by a simple 
chart which shows the total cost of 
shoes sold, the total sales price and the 
gross profit for that day. This close 
watching has resulted in a very healthy 
increase in business during the past 


year. 
* * * 


Having his own stock book is a 
great help to Ralph Runkle in ordering 
and keeping track of what has been 
ordered from in-stock houses. Every- 
thing which is bought by this Santa 
Barbara, Calif., shoe merchant which 
comes from an in-stock source, whether 
it be shoes, polish, tennis or slippers, 
is first written in a special make dupli- 
cate order book. 

The sheets are bound in the book to 
prevent loss. The second sheet or dupli- 
cate is yellow. This ismperforated so 
that it may be detached and goes to 
the manufacturer as the official store 
order. There are just fifty of these 
sheets in a book. As this system has 
been in operation for some time, Mr. 
Runkle finds it to be a great time 
saver, as well as an accurate check on 
what has been bought, from whom, at 
what price and on what date. 
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Fay ing omer. 


BOOTS AND SHOES 





BRAUER BROS. SHOE CO., St. Lowis, Mo...........cccececcccceccecceseuces 28, 29 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.................cccccceeee 44 
DANVERS SHOE CO., Manchester, N. H.............0ccccccccccceccceccecces 42 
ELAM, F. S., SHOE CO., Rochester, N. Y.............ccccccecccccccececvecuce 42 
ENDICOTT-JOHNSON CORP., Endicott, N. Y...............cccccecccecccecece 4,5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo..............ccceeceecccesccecs 12 
GREAT EASTERN SHOE CO., Boston, Mass..............ccccccccccccccccucecs 44 
GREEN SHOE MFG. CO., Boston, Mass............ccsceccecceceeceeees Back Cover 
HAMILTON-BROWN SHOE COMPANY, St. Louis, Mo...............sceceeeee 8,9 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass...............ceeeceeee 40 
OWENS SHOE CO., Silom: Wasa. i556 sees a aes keke ba bancen 44 
POSNER, DR. A., SHOES, INC., New York City...........0...ccccececececees 37 
ROBERTS, JOHNSON & RAND, St. Lowis, Mo................2ceceecececeeees 25 
VITALITY SHOE COMPANY, St. Louis, Mo..............26 cccceccecceceees 1 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston, New York, Philadelphia......................0000- 33 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa....................-. 2nd Cover 
KISTLER LEATHER CO., Boston, Mass. ...........cccccccccccccccccceececes 31 
MOORE FABRIC COMPANY, Pawtucket, R. I. ............ ccc cc eeeececceeees 41 
RESPRO, INC. Gramebeti Bikini ose skies he eee ia he ee 40 
RING & SEARLE, INC., Haverhill, Mass. .............0cccccccccccccccceceeces 7 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


BECKWITH MANUFACTURING CO., Dover, N. H.............ccceeeeceeeees 3 
GOODYEAR TIRE & RUBBER CO., Akron, O...............cccccccccseeeees 26, 27 
LITHOX CORP., THE, Wapakoneta, O. ............cccccccccccccccccceccccecs 40 
SRERIOE A CORIPCI Ie CHIE) aso id cen cba eeN ie Uicvceiccabecddecsccees 35 
UNITED LAST COMPANY, Boston, Mass.............00.cceceeeeceeeeeeceeees 2 
UNITED SHOE MACHINERY CORP., Boston, Mass................ 6, 45, 3rd Cover 
VULCAN CORPORATION, New York City...............cccceceeeees Front Cover 


STORE EQUIPMENT AND FINDINGS 


MANOLES TEPC, GO. Cohenge, TH oi. ccicccccsesccccccccccssetesscccccccees 47 
MOHAWK CARPET MILLS, New York City..............cccccccccceceeeecees 38 
SEGALL & SONS, Philadelphia, Pa. ............. ccc cccccccececccececececeeees 47 
DETR: i SMG ON ho ceed bnccaientccdanstninwenessusceeandosdivessces 10 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City.............cccccccececcecececcuees 4 
SEVERE TGP, BO BO GG ii icc reese sie decccccscccstcscésccsscces 47 
KIRSCH-BLACHER CO., INC., New York City.............cccccccccccccceees 47 
POLACHEK, Z. H., New York City ............ccccccccccccsccceccccccecccscs 46 


TOLMAN PRINT, INC., Cambridge, Mass...............c0cccecscscceccecceees 
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BARBARA MONK—$2.50 : PHYLLIS OXFORD—$2.50 


F9011—All Black Kid—AAA. to C F9071—All Black Kid Perf: 
F9012—-All Blue Kid—AA to C F9077—All Brown Kid Perf. 
Fluted Cuban Heel gees Broad Cuban Hee)—Widths AAA to D 
wom exp won a of Paneene AP 7 OSS ORS cid 


@ EDAD GG 4 Gh = & a a 


MARCELLE SIDE GORE ; HELEN STEP-IN—$2.50 
STEP-IN—$2.50 F9042—Blue Suede—Blue Silk Braid Tr. 
F9065—Black Suede—Black Calf Tr. Z F9044—Wine Suede— Wine Silk Braid Tr. 
g F9066—Brown Suede—Tan Calf Tr = B F9045—Black Suede—Blk. Silk Braid Tr. 
. Fluted Cuban Heel—Widths AA to C © 2 @ riuted Cuban Heel—Widths AAA to C 
Sew 


2@. 


BOOT AND SHOE ae a, ened oe Saturday by Chilton Company (Inc.), Publication office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial and Executive offices, 
Wet Bb St., New York, N. Y. Entered as second class matter ot fovenber 23, 1932, at the Post Office in Philadel; phia under Act of March 3, 1879. Subscription price $3.00 per year. Printed inU. 8. A. + 
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... There can be no compromise 
with quality, durability and com- 
fort in the proper construction of 
shoes for golf—and quality in the 
hidden parts is just as important 


as in the uppers and outsoles. 


... This is the reason so many 
manufacturers of sport shoes are 


using Celastic Box Toes. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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MERCHANTS 
AND 
MANUFACTURERS 
Place Orders Now! 


This National Men’s Shoe 
Week gummed posterette is 
the official insignia for this 
1938 promotion. 


SIZE: 

2%’ x 3° 
Attractively printed in two 
colors, blue and orange, on 


heavy coated gummed 


paper. 


aS SMART AS HIS SHOES 


Announcing The Official 


National Men/’s Shoe Week Posterette 


HERE’s your chance to insure your participation in National Men’s Shoe 
Week promotion now. These attractive stickers are suitable for use on 
bills, statements and letterheads, or may be used as package seals. They 
announce to America that September 10th to 17th is National Men’s Shoe 
Week. Your prompt order will be appreciated since the initial print order 
is limited. They will be ready for delivery August Ist. 





PRICES: National Men’s Shoe Week Promotion 
Beot amd Shoe Recorder 
239 West 39th Street, New York 


500 .... $8.50 
Please Send (for delivery August 1st) 


1000 ecco 11.00 National Men’s Shoe Week G d P 
«++eCheck (or Money Order) enclosed, or 


Each additional 1000 ecco $8.00 Mail C. O. D. plus postage. 





BOOT and SHOE 
RECORDER Plate Mate Chsks Parable to Boot and Shoe Roerdr 


The Great National Shoe Weekly and Sponsor of National Men’s Shoe Week. 
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ATFORM 
UNRESTRICTED SELECTION OF.PL Onn 
MATERIALS — Platform materia 
SECURE SOLE FASTENING — 


MAXIMUM FLEXIBILITY — 


tch method of s 


IN MATERIALS — Ir 


3nd widths O 


MANUFACTURE — ¢ 


3tiONS 


EASE OF 


pecial and expenoir® 


Alll the items described above are out- 
standing advantages to manufacturers 
who are making platform or beaded 
welt shoes using the 


GAC SOLE STITCHING MACHINE 
— MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AL 





; 
“My salesmen want 


WHC advertising!” 


~ 








A 





y, 





--- Chortled the Sales Mgr. 
to the Adv. Mgr. 


“Don’t faint, Al. I know it sounds strange for my 
men to say they want more advertising. But they 
do. Not a bigger total budget, but a bigger chunk 
of our advertising dollar used to help ’em get our 
story to the shoe merchants . . . more ads in 


BOOT AND SHOE RECORDER. 


“You and I have had plenty of battles. But today, 
when the management is after me to get more 
sales at less cost, I’m going to need all the help 


that advertising can give my men. 


Highest editorial 
standards and pub- 
lishing integrity. 


BOOT AND SHOE RECORDER 


q bears the twin hall-marks of known value p 


“You’ve told me how BOOT AND SHOE 
RECORDER covers the market we have to sell 
... how it does a swell editorial job—and how we 
know it is read because its readers pay subscrip- 
tion cash for it. Those readers are my gang’s 
prospects and since it costs less than the price of 
a cheap cigar per prospect to reach them, let’s 
‘hype up’ our schedule in BOOT AND SHOE 
RECORDER. Let’s cultivate the men that my 


men have to sell.” 


“All I can say,” muttered Ad. Manager Al, “is 
that the old order changeth when a hard-boiled 
sales manager like you learns to appreciate the 
media worth of a strong business paper like 


BOOT & SHOE RECORDER.” 


Proved reader in- 
terest in terms of 
Paid circulation. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 

The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.’ Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 

Modern style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 














